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FREE TRIAL covPon 
Addressograph Co., 
908 W.Van Buren St., Chicago, Ill. 


Without obligation, explain Hand 
Addressograph trial offer. 


Name of bank 
Located at 


Official’s name 
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FIND OUT BEFORE HIRING 


girls to take the places of clerks gone to war. 
Maybe a swift, accurate machine working with- 
out pay, would fill the gap far better. You saved 
the need of extra clerks when you began adding 
figures MECHANICALLY. 


AND 3102 BANKS 


save from one to thirty clerks apiece by writing 
names MECHANICALLY. In your bank far 
more names are being written than you realize. 


IF YOUR CLERKS DIDN’T— 


have to write names the slowest and MOST 
INACCURATE way on statements, ledger 
sheets, etc., YOUR 
HELP PROBLEM 
WOULDN’T BE 
SO SERIOUS. 
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IF WE SEND IT PREPAID 


will you TRY a $40 Hand Addressograph a 
few days under your actual working conditions? 
Watch it do a day’s work in 10 short minutes. 
It arrives ready for use—sets on any desk or 
table. 


ANYBODY CAN OPERATE 


this simple Addressograph without previous ex- 
perience, and easily head up and date statements, 
daily advices, fillin letters, print names direct on 
ledger sheets, interest notices, correspondent 
bank envelopes, exactly like typwriting, and at 
the great speed of 1000 to 1500 an hour. No 
misspelled names-—no wrong street addresses— 
no names left out that should be written. Clean, 
neat, legible work, instead of scrawly, hard-to-read 
handwriting. Seeing is believing—so why not 
mail the coupon opposite? 
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908 Ww. Van Buren St., Chicago. 





































































































Far away China 
is interested, too— 


Library Bureau advertising penetrates far-away lands. Only the other day 
we received a neatly-typewritten post card from Wuchang, Hupeh, China— 
Please send us your new folder on the L. B. Card ledger.” 


One of the fine things about the L. B. Card ledger is its adaptability to the needs 
of all kinds of businesses —large or small—wherever they are—whatever the par- 
ticular stress or strain of war-time accounting. 


The L. B. Card ledger is ideal for machine posting. It saves hours of posting 
time. It is easy to operate. 


All accounts are proved daily. A new account means simply the insertion of a 
new card. No more night work. No more late balances. No statements that 
should have gone out yesterday. Cost of installation and maintenance decidedly 
less than any other form of ledger. 


Write, telephone or call personally for the newest folders on the L. B. Card ledger 
—(1) “The Up-To-The-Minute Ledger at Ingersoll.” (2) “An L. B. Card 
Ledger in the Mercantile Trust Co., St. Louis.” 
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Card and filing Filing cabinets 


systems Founded 18% wood and steel 
Boston New York Philadelphia Chicago 
43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 

Albany, 51 State street Denver, 450-456 Gas and Electric bldg. New Orleans, 512 Camp street Washington. 743 15th street, N. W. 
Atlanta, 124-126 Hurt bldg. Des Moines, 619 Hubbell bldg. Pittsburgh, 637-639 Oliver bldg. Worcester, 716 State Mutual bldg. 
Baltimore, 14 Light street Detroit, 400 Majestic bldg. Providence, 79 Westminster street Distri 
Birmingham, 2023 Jefferson County Fall River, 29 Bedford street Richmond, 1219 Mutual bldg. stributors 

Bank bldg. Hartford, 64 Pearl street St. Louis, 223 Boatmen’s Bank bldg. San Francisco, F. W. Wentworth & 
Bridgeport,311CitySavingsBankbldg. Houston, 708 Main street St. Paul, 116 Endicott arcade Co., 539 Market st. 
Buffalo, 508 Marine Nat. Bank bldg. Indianapolis, Merchants Bank bldg. Scranton, 408 Connell bldg. Los Angeles, McKee & Hughes, 
Cleveland, 243 Superior arcade Kansas City, 215 Ozark bldg. Springfield, Mass., Whitney bldg. 440 Pacific Electric bldg. 
Columbus, 517 Columbus Savings and Milwaukee, 620 Caswell block Syracuse, 405 Dillaye bldg. Dallas, Parker Bros. ,503-504 Insurance 

Trust bidg. Minneapolis, 428 Second avenue, South Toledo, 551 Spitzer bldg. ldg. 
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HE “Kalamazoo Style C System” 

was the first loose leaf system 
developed to meet all the requirements 
of the bookkeeping machine. Audi- 
tors, bookkeepers and accountants 
demanded a system that would speed up 
their accounting departments, one that 
would be simple and practical, one that 
would produce maximum results at a 
minimum expenditure of time and labor. 
The result of this demand was the crea- 
tion of the “ Kalamazoo Style C System.” 


ALAMAZO 


LOOSE LEAF DEVICES AND 
ACCOUNTING SYSTEMS 





Kalamazoo Loose Leaf 
Binder Co. 


Kalamazoo, Michigan 


Service Sales Offices Everywhere 
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ALWAYS SERVED.” 




















TYPOCOUNT 


A Ledger Paper made especially 
for Modern Machine Bookkeeping 


The ordinary ledger paper has proved un- 
satisfactory for use in Machine Bookkeeping. 
It lacks the necessary strength and “snap” 
to withstand repeated handling in and out 
of Machine and Binder. 
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JHONIEAN EDGER 


is the result of long and careful experimenting, 
based on the peculiar requirements p tere by 
the machine method of bookkeeping. It has the 
tough, strong fibre that will resist hard use, also 
the requisite stiffness to stand upright in a vertical 
file. The surface of Typocounr has the exact finish 
that insures clean, sharp impressions from type. 


In color, TypocounT is a pleasing buff that is 
restful to the eyes and practical, because it does 
not easily show soil. 


The price of TypocounT is very moderate. 
Try out Typocount for yourself—We'll 


send you generous samples for machine test, 
and the interesting TyPOCcOUNT folder. 


Byron Weston Company 
‘*The Paper Valley of the Berkshires’’ 
Dalton, Massachusetts 
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Not a Solution of the Credit Problem, but 
the Foe of Open Book Account Evils 


HE problem of the trade accept- 

ance has been before the bankers 
and business men of the country 
acutely for three months. The promotion of the use 
of the trade acceptance and the dissemination of in- 
formation concerning it has been undertaken by the 
American Trade Acceptance Council which is composed 
of three committees, one from the Chamber of Com- 
merce of the United States, one from the American 
Bankers Association and one from the National Asso- 
ciation of Credit Men. 

These committees, formed into the American Trade 
Acceptance Council, were empowered to extend their 
membership, and this has been done. The Council is 
now a fairly large body and it is well organized. Lewis 
E. Pierson, chairman of the board of the Irving 
National Bank, of New York, is the chairman, and it 
has headquarters in the Woolworth Building, New 
York. It has literature on the subject of trade accept- 
ances in course of preparation; it has secured repre- 
sentatives in various places and it has arranged to 
supply speakers for meetings. 

Upon investigation and study, the problem of the 
trade acceptance has developed new angles and many 
points of interest to bankers and business men have 
been brought out. It has been made evident that the 
question is not understood in some of its aspects and 
misunderstood in others. There can, perhaps, be no 
adequate comprehension of the necessity for a change 


By CHARLES A. HINSCH 


President American Bankers Association 


in business and banking customs 
that involves such radical depart- 
ures from established methods with- 
out considering the underlying reason for the change. 

It must be remembered that the Federal Reserve 
System was, in many respects, a revolution in banking 
methods. Aside from mobilizing the reserves of 
commercial banks, the great purpose of the Federal 
Reserve System was to give liquidity to bank assets. 
This was to be accomplished by creating a broad 
market for commercial paper and the establishment 
of the rediscount privilege. Facilities for rediscounting 
the ordinary commercial paper holdings of banks 
transforms those holdings from unliquid assets that 
must almost necessarily be held by the bank until 
their maturity, into live assets which may be trans. 
formed into credit at the reserve institutions by the 
simple process of rediscount. 

The credit so obtained at a reserve bank may be 
turned into currency if the rediscounting bank has 
need of it. Thus no bank which is a member of the 
reserve system need cease the extending of accommoda- 
tion to its customers because it is “loaned up,” and 
there can be nocurrency famine because eligible bank 
assets may be converted intocurrency if it is necessary. 
The only check on this operation is the sufficiency of 
the reserve holdings of the Federal Reserve Banks 
and protection against the depletion of those reserve 
holdings is found in the rate for rediscount. It is a 
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simple enough process and dis- 


tinctly commercial. It establishes 
the Federal Reserve System as the 
financial supporter of the commerce 
and trade of the country, and that 
is exactly what the reserve system 
was intended to be. 

The successful and satisfactory 
operation of this scheme of banking 
operation presupposes the existence 
in the hands of the banks of an 
amount of commercial paper eligible 
for rediscount that will meet the 
demand for liquidity. ~The Federal 
Reserve Board has been obliged to 
formulate rules as to the eligibility 
of paper and these rules, while 
broad, have been made in conform- 
ity to settled rules of safety. When 
money was plentiful and easy, there 
was little rediscounting and the fact 
that large amounts of the eligible 
commercial paper were not created 
under existing business and trade 
customs was a theory which in- 
vited the discussion and attention 
of only the theorists. With war 
conditions and the gradual tight- 
ening of the money market it was 
found that if the general condition 
was to be the best economically the 
banks should have a free supply of 
paper eligible for rediscount at the 
reserve banks. Hence the demand 
for the development of the trade 
acceptance, which is a form ap- 
proved by the Federal Reserve 
Board as desirable. 

It will be remembered also that 
many state banks have advanced, 
as a reason for not joining the Fed- 
eral Reserve System, that they 
have little or no eligible paper, 
that their business is such that they 
get little or none of it, and they 


are, therefore, unable to take ad- 
vantage of the rediscount privilege 
which is always held out to them 
as the great reason why they should 
ally themselves with the reserve 
system. This argument, which is 
supported by the facts, indicates 
that the broader development of 
the business of the Federal Reserve 
Banks is contingent on a change in 
a business rather than in a banking 
custom. However, all business fac- 
tors are interested, and, because 
they are, it was thought desirable 
that the three great organizations 
mentioned above, join forces in 
a campaign to develop the use of 
the trade acceptance. 

When the investigation of com- 
mercial paper customs had _ pro- 
ceeded somewhat the question of 





the technique of the operation of 
turning the credit produced by the 
purchase and sale of merchandise 
into bankable form began to ob- 


trude itself. It was found that the 
trade acceptance has many advan- 
tages but that it would require some 
experimentation before it would 
come into general use or establish 
itself as the superior of all the 
methods now in use. 

The ordinary procedure followed 
by a business man in obtaining a 
bank loan is to offer to his bank his 
promissory note. The note itself 
is a promise to pay at a stated time 
and place a stated sum, etc. It 
contains no history of any mer- 
chandising transaction. It says 
nothing about the use to which the 
proceeds of the loan are to be put. 
It may be accompanied by a 
specific statement of the condition 
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of the prospective borrower's busi- 
ness or the banker may depend on 
his information of the character 
and general business and business 
methods of the borrower. But, 
whatever the reason for the loan 
and whatever the statement, the 
borrower may squander the pro- 
ceeds of the loan or pay his mer- 
chandise debts with it. About that 
the banker knows nothing. Theo- 
retically, and usually in practice, 
the securities back of the loan are 
the merchandise and the bills 
receivable of the borrowing mer- 
chant. Theoretically, also, the new 
scheme, as instanced by the trade 
acceptance, becomes impersonal in 
nature; it represents a transaction 
in merchandise rather than in 
character. 

The conflict just now, however, 
is not between the trade acceptance 
and the promissory note, defined as 
single-name paper. It is rather 
between the trade acceptance and 
the so-called open book account. 
The open book account is the 
common “charge it’ method of the 
corner grocery. Nothing evidences 
the purchase and sale except the 
book entries and the sending of an 
invoice which usually gives the 
terms as “60 days or 2 per cent 
cash 10 days.” If the buyer of the 
goods takes the cash discount there 
is an instance of the best form of 
dealing. But, even if the bill is so 
discounted, the buyer has probably 
borrowed at his bank on his own 
note the funds with which to pay 
the bill. The trade acceptance 


method would have the seller 
draw a bill at 60 days on the buyer, 
payable at a certaintime and place 
and recite the fact that the bill 














grew out of a merchandise trans- 
action. 

The buyer becomes the acceptor 
by writing his name across the face 
of the bill and probably sending it 
back to the seller who drew it. 
Thus the seller comes into posses- 
sion of what is defined as two-name 
paper. There may be more names, 
but there must be at least two. 
The seller of the merchandise may 
hold this acceptance or he may sell 
it in the open market or to his own 
bank; in any event it is eligible for 
rediscount at the Federal Reserve 
Bank if it will reach maturity in 
not to exceed ninety days. If those 
concerned in the transaction are 
reputable business men, the redis- 
counting is practically a matter of 
course. 

The advantages of this form in 
preference to the open book ac- 
count method have been summed 
up thus: 

The open book account is unliq- 
uid and bespeaks sloth in business. 

The open book account opens the 
door for claims for poor quality and 
for delays pending the adjustment 
of such claims. 

The open book account may not 
bring payment of the bill when 
due and is the first step toward 
bad debts. 

The open book account leads to 
over-buying and puts the seller of 
merchandise in the position of 
financing the buyer. 

The trade acceptance makes each 
sale a completed transaction. 

It imposes on the buyer the 
responsibility of meeting the bill 
at maturity or having his credit 
standing impaired. 








It gives banks liquid assets and 
so contributes to the stability of 
the general financial structure. 

It contributes to the activities 
of the reserve banks and so permits 
them to function properly and 
thereby aids business generally. 

Considering the operation which 
results in the sending of an accept- 
ed bill to the seller of merchandise, 
it becomes at once apparent that 
this method of procedure does not 
relieve the seller of the obligation of 
practically financing his customer 
which is incidental to the open book 
account method. The place where 
the credit rests is of great impor- 
tance. If a Boston manufacturer 


sells merchandise over the country 
and receives in return a large num- 
ber of trade acceptances which he 





sellsto his bank in Boston which, in 
turn, may rediscount them at the 
Boston Reserve Bank, Boston, 
considered as a community, has 
supplied goods to these distant 
places and financed the transac- 
tion. The Boston banks and the 
Boston Reserve Bank are carrying 
their share of the financial burden 
and the communities which have 
received the goods, which produce 
the wealth that is to pay for them 
and which destroy their merchant- 
able value by consumption, have 
the goods and no present obliga- 
tion of any kind. Moreover the 
banks in these consuming com- 
munities have had no business as 
the result of the various trans- 
actions. This is regarded as eco- 
nomically unsound and has led to 
the suggestion that the acceptor 
(the purchaser) of a bill have it 
discounted at his local bank and 
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thereby place the obligation on the 
community which profits from the 
possession of the goods. The con- 
sent of the drawer of the bill (the 
seller) would be necessary because 
the drawer has, at least, a contin- 
gent liability; he is responsible for 
payment at maturity in case of 
default by the drawee. 

Another point is the effect of 
selling acceptances on the credit of 
the drawer of them—that is, the 
seller of merchandise. It is pointed 
out that this procedure is equiva- 
lent to selling bills receivable, 
a practice that is not liked by banks 
which buy commercial paper from 
brokers. 

It has been suggested that the 
paper buying banks would probably 
discriminate against the purchase 
of commercial paper in the open 
market, executed by concerns who 
at the same time had either sold or 
discounted trade acceptances, thus 
creating a contingent liability. 

The subject was presented to a 
number of the large paper buying 
institutions, and the replies received 
indicated that in considering the 
purchase of paper of this character 
they would take into careful con- 
sideration the financial standing of 
the maker, and would treat the 
contingent liability as a direct lia- 
bility. 

If the statement. under such con- 
ditions, evidenced a proper relation- 
ship between the quick assets and 
quick liabilities, and if all other 
conditions surrounding the risk were 
favorable, they would not discrim- 
inate against the purchase of single 
name paper made by such concerns. 
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The financial statements of such 
concerns, however, should show the 
trade acceptance discounted or sold 
as an asset and should show a cor- 
responding entry on the liability 
side. In other words, there should 
be a frank statement of facts in 
connection with the use of trade 
acceptances. If a concern does not 
care to sell cr discount its trade 
acceptances, it should attempt to 
secure them nevertkeless and hold 
them in their own port- 


Not infrequently seven or eight 
names appear on_ acceptances 
offered in the London market. But 
the number of names does not 
relieve the banker of the obligation 
of ascertaining what the names 
stand for and what is behind them. 
As a credit proposition, therefore, 
the trade acceptance solves no 
problems. Its one advantage is 
that is adds names. The buyer of 
trade acceptances will want the 





eligible for rediscount but it has 
pointed out also that the develop- 
ment of such a custom might bring 
into the market a mass of paper 
given for slow accounts. While 
such an acceptance would be legal 
in form, the board urges that 
bankers discriminate carefully. It 
has been suggested that the law 
impose penalties for the making 
of acceptances in such cases. 
Acceptances are not subject to 
renewal. The very 








folios until maturity, 
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because in doing so they 
arematerially improving | | 
the credit structureof the | 
country and placingour | 
commercial methods on | 
amuchmorestablebasis. |] 

This practice would, | 
to a large extent, elimi- {| 
nate the overdue ac- 
count, would prevent | 
the taking of discounts | 
not earned, and would | 
provide for a definite |} 
time of payment. 

These illustrations are 
sufficient to bring for- | 
ward the fact that the 
operating problem isone | 
of credit. Therehasbeen — {IL 


| top.”’ 


part in the world war. 


N a sunny afternoon late in March a new 
flag fluttered to the top of the flagpole on 
the Treasury Building in Washington — 
then whipped proudly out in the breeze, 

while thousands of spectators cheered. This 

| month’s cover of The Burroughs Clearing House, 
by R. F. Heinrich, shows the new flag—the Third - 

Liberty Loan banner—and what it stands for—our 

April 6, 1918 has now 

gone down into history, as a date consecrated for 

all Americans for all time, the first anniversary 
of the day America entered the war, and the date 
on which the third great war loan went “‘over the 

The loan flag was made by Mrs. William 

G. McAdoo and other ladies of the cabinet, a 

l/ replica of it to be presented to every state, city 

_ and town making its quota in the loan drive. 


——]|_‘ nature of the credit 
transaction they repre- 
sent would be destroyed 
by such a practice. 

It is obvious, there- 
fore, that the credit 
value of a merchandise 
transaction is not 
changed because it is 
given representation in 
the form of a trade ac- 
ceptance instead of an 
open book account or a 
promissory note. It is 
also obvious that the 
trade acceptance will 
have to make its own 
way into business cus- 
toms after a trial in 
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an assumption on the _ 
part of some of those who dis- 
cussed the question of the trade 
acceptance that it solved the credit 
problem. Business men have been 
led to believe that the adoption of 
the acceptance method would place 
them in possession of paper which 
would be accepted as a matter of 
course by banks. This is, of course, 
incorrect. No banker will surren- 
der his right to pass on every piece 
of paper that is offered to him. It 
is impossible to devise a nickel-in- 
the-slot method of passing on credit. 
The value of the trade accept- 
ance lies in the fact that it reduces 
the credit risk. Two names are 
better than one to an obligation 
provided the resources of the two 
are of consequence. Three names 
are better than two and four are 
better than three. In England the 
acceptance has secured its standing 
because it reduces the credit risk. 





same information as before. The 
signers of such documents will be 
expected to provide the same 
information as before. When this 
is done and satisfactory information 
as to the business affairs of the 
signers has been given, the process 
will be the same as before. But 
the buyer of such paper will have 
the additional and very satisfactory 
knowledge that the paper was 
created as the result of a sale of 
merchandise, that defenses and 
claims are unlikely, that each 
transaction stands by itself and 
that the acceptance is not a 
renewal or a shift and that it does 
not represent an overdue account. 

The latter point will also have to 
be cleared up. The Federal Reserve 
Board has ruled, for instance, that 
an acceptance given by the cus- 
tomer of a retail merchant is a 
legal acceptance and, therefore 
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-———s perience. Already more 
than 1,600 concerns throughout the 
country have adopted the trade ac- 
ceptance. Some of them have been 
using them for more than a year. 
The result has been most satisfac- 
tory. Once the practice is estab- 
lished, the documents slip through 
the banks in a routine way and cause 
the minimum of trouble. When 
the question is raised as to how they 
work, the answer can be found in a 
demonstrated case. They prob- 
ably will not drive the promissory 
note out of existence. They prob- 
ably will end the vicious and 
ancient open account method of 
doing business. Soon they are 
destined to take a place conspic- 
uous in the credit world because 
they have advantages that are real 
and easily discovered. The banker 
and the business who ignores the 
trade acceptance is likely to find 
himself soon at a disadvantage. 
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HE editor who conceived of a 

series of humorous articles on 
banking was a positive genius, be- 
cause the field is almost as unex- 
plored as the bottom of the sea— 
and as inaccessible. Few humorists 
ever become bankers. In fact humor 
does not become bankers. I was 
trained for many years in a country 
bank, but never received my diplo- 
ma because of an overpowering 
sense of humor. When the local 
tin horn sport would apply for a 
loan, I could not keep my face 
straight while I handed him the 
usual line of talk about the money 
all being needed to move the crops. 

No, sir. You never knew a 
banker who could bat .100 as a 
humorist and very few humorists 


are bankers even to the extent of 


banking their own earnings. Con- 
sequently when bankers give a 
dinner—and they are all good eat- 
ers—they employ outside talent to 
make them laugh. It is hard to get 
a humorist to repeat the experience 
because about half his audience is 
worrying over financial problems, 
and either laughs at the wrong 
time, refrains from laughing at all 
or laughs in the absent minded 
manner of a man whose mind is 
freighted with more serious matters. 







What 1 Know Abo 


By J. UU. HIGINBOTHAM (J. U. H.) 


The only time I ever made a 
banker laugh real heartily was 
when | hinted that I was in the 
market for five hundred dollars 
with no security save an untar- 
nished name and a heart of gold, 
which latter was not detachable 
and hence was useless as collateral. 
He suggested that two names were 
necessary on the paper.. | said 
I knew that but my name being 
an extra long one | thought it 
might answer. He said quality 
was desired rather than quantity. 
Then I suggested the name of a 
fellow member of the Press Club. 
He wanted to know if I had con- 
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He thinks franc and mark are proper names 
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sulted the other man. I said, 
“No,” but he had owed me ten 
dollars for six months and could 
not very well refuse. The banker 
did not seem to enthuse over the 
proposition and I withdrew. Since 
then I have had my revenge. | 
have seen this banker made treas- 
urer of a local Red Cross fund and 
he has answered questions from 
well meaning and enthusiastic but 
uninformed females until he was 
redder and crosser than the fund. 

I was raised in a country bank, 
but not until I had worked there 
two years, and then I| was only 
raised five dollars a month. After 
eight more years | was raised 
again, raised clear out, and since 
then | have tried to get even by 
keeping my money in circulation 
instead of allowing the nation’s 
life blood, its currency, to clot and 
coagulate within the four walls of 
a bank. 

I was fired on the most trivial 
pretext. The president was one 
of those men who, to use Irvin 
Cobb's joke, could strut sitting 
down. He said his bank was one 
of the stable institutions of the 
community and I said (to one of 
the boys) that it was indeed full 
of stalls, and this boy, who was 
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doing the bernstorfing for the old 
man, told him and | was decorated 
with the order of the can. The 
old man said that his bank might 
be full of stalls but that he didn't 
mean to put any young jackasses 
in them and I| said that he seemed 
to lay a lot of stress on a mere 
matter of age. I donot remember 
how he came back but I never did, 
and that made me sore on the 
banking business. Once in awhile 
a big banker writes an essay on 
“The Scarcity of $25,000 a Year 
Men” and I wink internally be- 
cause I know of one they let get 
away. 

But if my boss was not a humor- 
ist, we had one in our town. He 
had been a governor of the state 
and a Methodist preacher. He 
was an odd mixture of politics and 
religion, and if he had ever mixed 
his manuscripts and told some of 
the stories from the pulpit that he 
used on the stump, there would 
have been a lot of trouble. One 
time the governor happened to be 
in’ ‘our bank’ when the old 
man was trying to collect 
a claim from a farmer for 
the keep of a stray calf. 
It was just after the close 
of a campaign in which 
the old man's oldest son 
had been defeated for the 
school board. The farmer 
turned to the governor 
and said, “Banker Smith 
promised me that if | 
would vote fer his boy fer 
school commissioner, he'd 
let me off frum payin this 
feed bill.’ ““That seems 


an equitable arrangement, said the 
governor. “He agreed to support 
your calf if you would agree to 
support his.” 

Modern banking is specialized 
to the practical extinction of the 
all-around banker. They are as 
scarce as general practitioners. 
The manager of the foreign depart- 
ment is as ignorant of domestic 
bills of lading as is the eye and ear 
specialist of appendicitis. A man 
spends a whole life as a paying 
teller and if he was ever shifted to 
the receiving cage he would have 
to stand with his back to the win- 
dow to keep from pushing the 
deposits away from him. The 
pass book window does not know 
United States Steel from 
Biscuit Common, and the fel- 
low who certifies checks thinks 
that franc and mark are mas- 
culine proper names. The only 
ones who know every detail of 
the business are the office boy 


and the switchboard girl. 






















profession to which you belong? 


are familiar. 






Fred Schaefer, in ‘‘A Screen Close-up of the Banker,” will 
tell next month what the banker would be like were he to live up 
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but his only son is. 





Bankers are useful members of 
the community, not so essential 
as farmers or manufacturers or 
humorists, but they have their 
place—if they will only keep it. 
Economically they are classed as 
non-producers, and if you don't 
believe it, try to get one of them 
to ‘produce’ some time when you 
haven't Liberty Bond collateral. 
There was a time when banking 
occupied about the same position 
that bookmaking does now. They 
were chased out of the temple once 
but the modern temple keepers 
are more practical. They lecture 
the banker on the sins of avarice 
and split the proceeds fifty-fifty. 
They preach from the text that 
“The love of money is the root of 
all evil, and then choose some of 
the best branches from that same 
root and work them up into 
church pillars. 

Once the Jews were the world’s 
bankers, but like a good many other 
things, when banking became lucra- 
tive it became first legal, 
then popular and finally 
honorable and the Jews 
soon had plenty of com- 
pany. The minute the 
Jews change the spelling 
of the word ‘prophets’ 
the Christians butted in 
and beat them at their 
own game. Nevertheless, 
the banker is useful as a 
financial silo and it is only 
when he imagines that he 
is the steam instead of 
the boiler that he becomes 
objectionable. 





Next in the Series —‘‘ Finance as She is Filmed.”’ 


Have you ever seen yourself in the movie? 
person, but the ‘type’ which has been created to represent the 
Filmdom reduces everything 
to types—the villian type. the gunman type, the minister type, the 
banker type, etc. Many of us have had the pleasure of laughing at 
some of the celluloid conceptions of professions with which we 


to the movie director's idea of him. Mr. Schaefer is a humorist, 
and he knows the movies as well as he knows humor. The story 
is the sixth of the series written for the Burroughs Clearing 
House by well known press and magazine humorists. 

“I have reason to believe a banker most often has braid on his 
coat, says he. “Spats are much worn; also the refined-looking 
white edge along the V of hisvest—no, the banker is not extravagant, 

This wild blade is always an only son—.” 
But read it yourself in the June Burroughs Clearing House. 














The Asgricultural Club of Tomorrow 






































Uncle Sam’s Standardization Plans, and 


What They Mean to the Banker ss_» 


ANKERS have been no more 
prompt than have officials of 
the United States Department of 
Agriculture to realize the desir- 
ability, in fact, the actual need, for 
effective co-ordination of the activ- 
ities of the host of small agricul- 
tural and_ stock-raising clubs 
throughout the country. It has 
been one thing, however, to sense 
the value of a more intimate cor- 
relation of this class of localized 
activities and quite another thing 
to bring it about. At last, how- 
ever, by dint of hard work on the 
problem, Uncle Sam's experts in 
club organization have evolved a 
plan that gives promise cf tangible 
results. Consistently may it be 
said that the standardization of 
agricultural clubs is in sight. 
Oddly enough, victory is likely 
to be attained by means of what 
might be termed a flank movement 
rather than a frontal attack. Uni- 
formity and homology of effort on 
the part of the rising generation on 
the farms is to be attained by 
changing the form of organization 
—establishing a new type of unit 
—rather than by further attempts 
to weld into one mass bodies more 
or less diverse in character and 


By WALDON FAWCETT 


purpose. Henceforth, the com- 
munity rather than the individual 
club is to be the focal point of 
activity, the nerve center of organ- 
ized effort in each environment 
throughout the country; and with 
every local movement thus cut to 
pattern, co-operation and co-ordi- 
nation in the larger sense will be 
attained via the county fair and 
the state fairs that will serve as 
clearing houses for the output and 
the interest of the small units. 

In predicting that the new era 
of agricultural club work that is 
at hand will mark a notable ad- 
vance in this distinctively Amer- 
ican constructive enterprise that 
aims at an increase of farm wealth, 
there is no intention to cast a 
slight or a slur upon the club work 
to date. The pig clubs, the corn 
clubs, the canning clubs, the sheep 
clubs, the beef clubs and all the 
other mediums of specialized effort 
on the part of the young people on 
the farms have accomplished mir- 
acles not only in training the rising 
generation but in awakening and 
modernizing the backsliding farm- 
ers of the old school. The worst 
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that could be said, indeed, with 
respect to the agricultural club 
plan of yesterday was that it had 
reached its limitations. The new 
program will tear down nothing 
that has been created. It will 
simply begin where the evolution 
of the old type of club organiza- 
tion left off. 

Before scrutinizing more closely 
the new type of organization that 
is training the farmers and farm 
housewives of tomorrow, and inci- 
dentally enabling them to earn 
while they learn, it may be well to 
have a look at the causes which 
brought about a gradual loss of 
momentum on the part of the 
more primitive forms of club 
effort. We are supposed to be 
individualists, we Americans, 
above all else, but we rather over- 
did the individualization in the 
agricultural club — sphere. It 
wasn t, to be sure, that the clubs 
were not a success. They have 
been, most emphatically, but when 
it came to banding together, in 
closer formation than had been 
originally contemplated, all the 
clubs of a state or a section of the 
country, it was found that 
the elements did not fuse as well 
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as could be wished. Similarly, 
when talk began of opera- 
tions of wide scope in outfitting 
agricultural clubs—even as thou- 
sands of local Red Cross chapters 
can be outfitted by rule of thumb 
from a central headquarters—it 
was found that lack of standardi- 
zation was to prove a distinct dis- 
advantage. 

The trouble with the agricultural 
clubs in the past has not been 
diversity of management, as many 
people suppose. That may have 
been a contributory cause, but it 
has not been the main trouble. It 
has not mattered seriously that 
some of the clubs were organized 
by the national Department of 
Agriculture, that others were insti- 
tuted by public-spirited bankers, 
and yet others were promoted by 
manufacturers who sought thereby 
to improve their sources of wool or 

















other raw 
material. 
Probably this diversity of inspira- 
tion would not have mattered at all 
if only the bankers and other or- 
ganizers had but had a set formula 
by which to proceed in their organi- 
zation. Right here, indeed, came 
the first disclosure of the need for 
standardization in club work. 
Much more serious than any 
unevenness in methods of promot- 
ing club organization as an obstacle 
to effective mobilization of the 
agricultural club forces of the 
entire nation has been the ver- 
satility of club endeavor. A 
moment's reflection will probably 
suggest to almost any person that 
there is not too much in common 
between the members of pig clubs 
and peanut clubs, or between the 
boys who are bent on producing 
beef and the girls in quite a differ- 
ent section of the country whose 
energy is expended in canning 
vegetables. Unusual local condi- 
tions in many sections of the 
country have added to the compli- 
cations. The agricultural club 
movement is not a Boy Scout or 
Campfire Girl proposition and it 
cannot well be, but at least we 
are in sight of an epoch which 
promises partial standardization, 
and that, in consequence, is full of 
significance for bankers and others 
who look at the whole agricultural 
club movement in_ its larger 
aspects. 
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When the statement is made 
that the new move, the big move 
in behalf of standardization, aims 
to place agricultural club work 
strictly on a community basis, | 
am prepared to have some reader 
inquire whether this work hasn't 
always been on a community basis. 
In asense, it has, to be sure, but not 
in the degree that is now contem- 
plated. Perhaps to say that club 
work is to go on a community basis 
is not, after all, the most fortunate 
form of expressing the new status, 
seeing that the average club enrolls 
most of the young people of a 
given community. A more accu- 
rate description might be found in 
the distinction that henceforth it 
is to be community effort and not 
individual effort that is to count 
in agricultural club work. That 
is the plan and promise of the club 
experts of the United States Depart- 
ment of Agriculture. It isn't all 
in prospect either. As a matter 
of fact the new basis has been 
tested in actual practice for two or 
three years past—tried out with 
ever increasing scope of operations, 
until now, having proved its worth, 
the Department is ready to go 
over, foot, horse and dragoons, to 
the new order of things. The 
government will shortly issue offi- 
cial publications outlining in detail 
the “community plan.” In this 
article, | am privileged to give 
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you the first foretaste of what 


is coming. 
Community effort in agricul- 
tural club work simply means 


“team play” instead of individual 
effort. Up to this time, the com- 
petitive system which represents 
the very backbone of this whole 
plan for stimulating agricultural 
productions has been gauged to 
the incentive of individual self- 
interest. Practically all the prizes 
offered, whether national or local, 
to states, counties or townships, 
have been individual prizes—an 
article of merchandise, a trip or a 
scholarship to be enjoyed solely 
and exclusively by the boy or girl 
who demonstrated superiority in 
rural industry. Henceforth the 
individual prize system, though 
not abolished, is to be subordinated 
to the community prize plan. 
Bankers and business men who 
desire to continue to give individ- 
ual prizes to the ‘aces’ of the 
junior farming fraternity will 
encounter no objections from 
officialdom, but they will be 
encouraged to make such individ- 
ual prizes supplementary to com- 
munity prizes. According to the 
new code the community is to be 
the whole thing in agricultural 
club work and the community 
means the rural school. That is 
the unit that has been adopted 
for the new standardized club 
work. The reason is not far to 
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seek, either. 

This is the 
machinery at hand. The schools are 
organized and in business. It isonly 
necessary to interest the teachers, 
and this mobilized boy-power and 
girl-power can be turned forth- 
with in the direction of agricul- 
tural club effort. Just here, too, 
there is an incidental advantage 
that is worth mentioning. Opera- 
tions through the schools insure 
participation by practically the 
entire junior population of each 
community. Heretofore, many an 
agricultural club has enrolled only 
a portion of the lads and lassies 
who are of “draft age’ for such 
service. 

The experts have given consid- 
erable attention to the selection 
of prizes best calculated to cement 
strong, cohesive effort on the part 
of all the members of a rural school 
community. The trials made dur- 
ing the past year or two seem to 
indicate that a school library of 
fiction and reference works, or 
a phonograph or other musical 
instrument for use in the school 
room makes the best prize. How- 
ever, lately the experts have tried 
a daring innovation that promises 
well. They have offered in some 
instances a ‘school pig” or four 
or six bred ewes, or a bull (where 
calf club work is in progress), and 
the interest aroused in animals 
that are thus to become the com- 
mon property of a winning school 
has been tremendous. 











The specialists launched this 
new-fangled club work with not a 
few misgivings on one score. They 
were a bit dubious as to the effect 
upon the individual concerned if 
it came about that a boy who 
could defeat all comers on the basis 
of individual production found 
himself in a backward school which 
made a poor showing in com- 
munity competition. However, 
they have lately had opportunity 
to ascertain how this contingency 
works out. There have _ been 
cases where, as feared, a champion 
without peer in the whole country- 
side has in effect been “held back” 
by schoolmates not able to meas- 
ure up to his achievement. Pluck 


has saved the day, though, in each 
instance of this kind that has thus 
far developed. The “‘star” in a 
losing team has invariably set to 
work to bring up the standard of 
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his community and it has been 
shown that in this wise there enters 
an element of inspiration and 
mutual helpfulness that was in a 
great measure lacking under the 
old system where it was a case of 
every fellow for himself. 

Only the bankers and business 
men who have more than a super- 
ficial knowledge of conditions in 
the farming country realize the 
impending need of that co-opera- 
tion in farming, the spirit of which 
is being nurtured by the rejuve- 
nated agricultural club movement. 
The fact of the matter is that labor 
conditions and other influences are 
fast driving our farmers back to 
something of that same state of 
interdependency that ex- 
isted in pioneer days when 
all hands joined in a barn 
raising or a corn husking. 
The tractor, for instance, 
is looming up as the sole 
solution of the new com- 
plications on many a farm, and 
yet a goodly proportion of the 
farms that need the new facilities 
for power farming are individually 
too small to warrant the purchase 
of a tractor for each holding. The 
solution is co-operation, joint 
ownership or some other plan of 
neighborly union in industry. It 
is against this need, which is 
approaching with seven league 
boots, that the new cult in agri- 
cultural club work seeks to prepare 
the young farmers and farm house- 
wives who must “carry on.” 

The new community plan in 
agricultural club work brings pres- 
sure to bear for standardization 
from two different angles. It ex- 
erts, as it were, a dual influence, 
sentimental on the one hand and 
practical on the other. The sen- 
timental equation is the one which 
it has been sought to visualize in 
the above glimpse of the new idea. 
By making the rural school the 
unit it enables the banker bent on 
promoting club work in his terri- 
tory to find without delay a defi- 
nite point of attack. He knows 
where to begin. He has his prop- 
osition before him in concrete 

















form. To be sure, a little adapta- 
tion to local conditions may be 
necessary—the rural school may be 
a one-grade affair, or there may be 
several grades in the school—but 
by and large the banker or the 
local commercial organization has 
a formula to follow that can be 
counted upon to square his effort 
with similar effort in the adjoining 
township, the adjoining county 
and the adjoining state. 

The practical asset that attaches 
to the new plan of club work is, 
however, the one that will com- 










all the other various objectives of 
club effort. It has been very 
much like attempting to allot 
general athletic prizes among the 
members of boat crews, base ball 
teams, tennis clubs and golf organi- 
zations. All the perplexities, how- 
ever, due to such absence of 
co-ordination and standardization 
should be dissipated by the percen- 
tage plan of community awards. 

Various plans of percentage rat- 
ings are available for placing all 
manner of agricultural clubs and 
their members on an even plane of 
comparison, but the experts at the 
United States Department of Agri- 
culture have lately worked out a 
“score card” that is pronounced a 
model by most of the club- 
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promoting bankers who 
have had a peep at it. 
This score apportions the 
100 per cent of perfection 
among five items. A 
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How the government will rate the new 
agricultural clubs 


mend itself most strongly to many 
bankers. The beauty about the 
community plan in the eyes of 
many a matter-of-fact man of 
affairs is that it puts the awards of 
prizes on a percentage basis. Not 
every reader of The Burroughs Clear- 
ing House will appreciate what a 
boon that promises. However, there 
will be appreciation on the part 
of every banker who has ever 
endeavored to equitably distribute 
or apportion prizes among the 
participants in various forms of 
club effort. The chances are that 
he has been appalled by the multi- 
plicity of standards that confronted 
him. It is a simple matter to 
award individual prizes among the 
members of any one club, whatever 
the line of effort involved, but pity 
the poor banker who, under erst- 
while conditions, has attempted to 
award “grand” prizes among con- 
testants who have devoted them- 
selves respectively to pigs, corn, 
potatoes, beef, canning, sheep and 
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credit of 20 per cent is 
allowed for the largest number of 
boys and girls in a club. Another 
20 per cent is checked off against 
the highest average attendance at 
monthly meetings. The biggest 
slice, 40 percent, is dependent upon 
the average grade of individual 
reports by club or community 
members. The final 20 per cent 
is expressive of the highest percent- 
age of the number of club members 
making exhibits at county fairs 
or other clearing houses of club 
effort. In computing the 40 per 
cent the grading is based on the 
yield or daily gain, on history, 
profit, and other factors that go to 
indicate individual efficiency. 

I cannot resist the temptation, 
in closing this brief forecast of the 
new system of standardized club 
work, to mention a conclusion 
lately arrived at by Uncle Sam's 
specialists in club work, which, | 
assume, will be of special interest to 
bankers. As a result of taking stock 
of past performances in club work, 
the federal experts are convinced 
that it is a mistake for bankers to 
make notes to agricultural club 
members ‘without interest.” 
Henceforth the government will 


(Continued on Page 27) 
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ORROWING a pet 
hunch from the 
“gent what paints the 
pictures of the fatted 
lady and the gilded 
calf outside Flotsam 
& jJetsam’s seven- 
ringed circus—that the 
imagination of the 
average man is a crea- 
ture of hibernating 
instinct and must be 
aroused from its leth- 
argy by some mental 
jab—The Cleveland 
Trust Company is staging a series 
of educational exhibits designed 
to visualize the virtue of thrift 
and the salubrity of steady saving. 
Incidentally, it is teaching how 
to utilize a vacant “‘flatiron” at the 
intersection of two streets; so here 
the reader gets two stories for the 
price of one admission. 

As you “‘rubberneck”’ down Euc- 
lid Avenue, Cleveland (which some 
still disparagingly refer to as the 
Sixth City) to where this busy 
thoroughfare is crisscrossed by 
Ninth Street, Terence, the Traffic 
Cop, holds aloft his gauntleted 
hand, signalling youtostop. Here 
at the triangular corner of The 
Cleveland Trust Company's main 
office, a signboard has been erected 
to tell its story in graphic form to 
the throngs that scurry and surge 
on a myriad mysterious errrands. 

But the same few feet, if leased 
to some billboard magnate, would 
rent at twelve or fifteen thousand 
per annum; for Euclid and Ninth 
is charted on the city’s statistical 
map as one of the corners of densest 
transient population. And many 
an advertiser of chewing gum or 
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How One Bank is Linking War and 
Thrift in a Series of Outdoor Displays 


By FREDERICK C. KUHN 


mouse traps would snap at the 
chance to proclaim the merits of 
his wares from the shadows of the 
bank, as eagerly as a frisky craw- 
fish snaps at a bent pin camouflaged 
with bacon. 

The displays are not wholly 
selfish; perhaps this is largely 





Tractors are a timely topic right now 
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Che Eternal Iriangle~to a New Use 





accountable for their 
success. Much of the 
advertising space has 
been devoted to Lib- 
erty Loans, recruiting, 
Thrift Stamps, etc. 
The dominant note in 
all the copy is: Save; 
Buy Liberty Bonds; 
Help Win the War. 
Thrift and patriotism 
are so_ indissolubly 
linked together that it 
is difficult indeed to 
disassociate any of the 
displays from the thoughts and 
sentiments that are uppermost in 
our minds. 

The first exhibit told a simple 
object lesson of saving, made 
graphic by one of those new farm 
tractors which seem to have sprung 
into popularity overnight. “‘This 
Machine Saves—Do You?” was 
the interrogative headline, while 
the text underneath read: 

“This Farm Tractor, made in 
Cleveland releases two men and 
six horses for War Work. It saves 
Time and Money on the Farm and 
in the Factory.” 

The manufacturers of the tractor 
were somewhat flattered when the 
request came to have their ma- 
chine rigged up in so choice a 
location, and it is interesting to 
note that this particular model was 
sold after the first few days. Inci- 
dentally out of the crowd which 
flocked to the exhibit came many 
new savers impressed by the logic 
of the simile. 

The tractor remained on duty 
for a couple of weeks, eventually 
giving place to the next; a collec- 
tion of shells representing the 
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favorite “strafing missles of the 
Allies. “Heavy artillery will win 
in this war’ was the scare-head, 
while below appeared the familiar 
phrase, “Save to Buy Liberty 
Bonds.’ Even during the rainiest 
days there were never less than 
twenty-five curious-eyed shoppers 
craning their necks to get a peek. 

Perhaps one of the most popular 
exhibits of the series was an en- 
larged war map of Europe with 
colored flat-headed tacks repre- 
senting the various nations guarding 
the “iron ring.’ Latest bulletins 
from the front were boiled down to 
a half-dozen words and a ribbon 
strung from the dispatch 
to the scene of action. 
“Our boys fighting here’ 
and “Canadians take a 
trench’ comprised a 
never-ending source of 
interest. And then there 
is one enlarged detail map 
of the Rrench front, 
patiently waiting upstairs 
for the day when the 
Allies start their big push. 

Other displays under 
construction are relics of 
the battlefield; barbed 
wire made in Cleveland 
—with the following 
message, “Saving is an 


insurmountable barrier against the 
No Man's Land of life; a camou- 
flaged field gun fading into a back- 
ground of Cleveland's public 
square; a coal mining machine, 
again illustrating the savings 
idea. 

“We are not trying to force our 
advertising on the public,” said 
W. A. Schulte, advertising mana- 
ger of the Cleveland Trust Com- 
pany. * The exhibits are in per- 


fect keeping with the spirit of 
banking, but we are such firm 
believers in publicity that during 
the Second Liberty Loan we had 
our building adorned with what 











is said to be the biggest exterior 
building sign ever made in Cleve- 
land—250 square feet of oilcloth 
with letters over four feet high. 
With fifteen branches we naturally 
have an exceptional opportunity to 
tell our story in a graphic way, and 
just now are remodeling the fronts 
of several of our buildings to afford 
us bigger and better window 
space.” 

In days of old, before our banks 
and other financial institutions 
junked many of their ancestral 
traditions, this valuable corner 
space would doubtless have been 
chastely decorated by a row of 
potted cypresses reposing 
in dull green tubs, serving 
as convenient receptacles 
for cigar butts and sun- 
dry peanut shells. But 
with commercial sagacity 
the officers of this bank 
reasoned that if the flat- 
iron were profitable to a 
Heinz ora Cluett Peabody 
or a Dr. Munyon, it would 
produce proportionate 
returns for the big idea 
they were trying to put 
across. 

So a new and better 
use was evolved for the 
eternal triangle. 


Signatures that Need Translation 


ONSIDER the signature shown at the left, below. 
Bannon, 
If it came to you from a man you didn’t 
know, how would you address your reply? 
signature itself is no exaggeration, so far as illegibility 
Every business man receives more 


Is the name Bauman 
Barnum? 


is concerned. 


Very truly yours, 


Cf lf — 


President 


the general appearance of the name. 
Of course no one can ask a man to change his sig- 
nature, but there is a simple rule enforced by many 


Baumm, or 


The 


writer's files. 
The letter 
that leaves the 
recipient in the 
dark as to the 
identity of the 


doubtful ones in 
any day's mail, 
and tries to puz- 
zle it out from 
the initials and 
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corporations that solves the problem of legibility. 
They simply instruct their stenographers to type- 
write the name of the dictator in when they write 
the letter, as show in the cut on the right. 
serves the double purpose of insuring readability and 
of placing a signature on the carbon copy for the 


This 


Very truly yours, 


OM 


rnum 





President 


sender is the letter that is least likely to be answered. 
And the remedy is so very simple, too. 
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Free Advertising for the Farmer 


This Arkansas Bank Gives the Space, Foots 
the Bills, and Finds the Service Pays 2s_» 


R. FARMER, have 





you anything to buy, 
sell or exchange? Any 
stock or equipment “‘lost, 


How Farmers Can Hetp the American Government 


and Help Themselves: 


entitled “American 
Farmers vs. Wall Street,” 
outlining the opportunity 
which the war presents 





stolen or strayed?’ Or 
have you other needs that 
need advertising to pro- 
duce results? 

If so, come to us, the 
First National Bank, of 





TO PREVENT A LABOR SHORTAGE 
Break your land NOW. 
Have your seed beds ready when planting time comes 
Plant some spring wheat. 
Plant some spring oats. 


and help prevent labor shortage at seeding time. 
Go over all your machinery and get it repaired. 


Do not raise ALL 


year? If not, why not? 








IN and be a HOG, but RAISE 
MORE HOGS AND BE A PATRIOT. 


It is not enough to clothe an army, but the army must be 
Our country and our associates in war are calling for 
Get your wood cut and on the ground to run your irri- more pork. 

gation plants while labor is to be had. 


A breeding more brood than did last 
DO EVERYTHING POSSIBLE NOW pig: ony ee = 


The nation expects every man to do his part. Raise 
more hogs and more forage crops for the hogs. 


for the farmer to be his 
own master at last, and to 
break away once and for 
all from whatever sin- 
ister influences have im- 
peded his progress in the 








DeWitt, Ark., and we'll 
see that your advertise- 
ment is printed free of 
charge in a medium that 
reaches 8,000 readers of 
Arkansas County. We 
have reserved a page, 
half of which is reserved 





GROW A GOOD GARDEN-LIVE AT HOME 


MAKE ARKANSAS COUNTY FEED HERSELF 


JOIN UNCLE SAM'S GREAT THRIFT CLUB 


Buy Thrift Stamps. . 
Buy War Savings Certificates. 


We are at your service. 


“LET'S GO OVER THE TOP.” 


The First National Bank of DeWitt 


JOIN OUR CHRISTMAS BANKING CLUB. 


Let us help you. Tell us your troubles. 


past. Theconcluding para- 
graph contained a plea for 
contributions to the Red 
Cross and for investments 
in Liberty bonds out of 
the Farmer's surplus. 
Very often patriotic 








for you, in the DeWitt 
Enterprise for one year. We call 
it our “Free Market Circular’ and 
its columns are open to you at any 
time for your own personal, legiti- 
mate advertising. 

This, in effect, is the unreserved 
offer made by the DeWitt bank in 
inaugurating a new form of service 
that gained from the outset the 
popularity it merits and is bringing 
in new business from sources here- 
tofore unapproachable. The pub- 
licity demands of John Smith, 
customer of the bank, have no 
precedence in the order of insertion 
over the advertising required by 
John Jones, who never has been 
acustomer. And so each week, on 
the lower half of the bank’s page 
in the Enterprise Smith and Jones 
will be seen side by side in print, 
offering steers and hogs for sale or 
seeking bargains in second-hand 
automobiles. 

The “Free Market Circular” is 
the outgrowth of a similar “market 
service’ prepared on circulars 
which were mechanically copied in 
quantities in the bank and mailed 
in individual letter form to its 
readers. But the increase in post- 
age rates brought about by the war 


The educational message—how it looks in print above the 


attracted attention to the use of 
newspaper space aS a more econ- 
omical—and as a better, as it has 
proved—vehicle for the service. 
So the costly and frequently illegi- 
ble circular system was discon- 
tinued and “Benjamin Franklin” 
(the bank’s pet name for its copy- 
ing machine) was superseded by 
the newspaper printing press. 
Although sometimes utilized for 
the bank’s advertising, the upper 
half of the “Free Market Circular” 
page is usually devoted to educa- 
tional publicity designed to aid 
the farmer and the citizens of the 
town in the solution of community 
problems. The messages pertain 
to social and political reforms of the 
day, the labor situation, govern- 
ment co-operation, crop conditions, 
etc., supplemented by sensible 
suggestions for discounting threat- 
ening local troubles as soon as they 
show their heads above the horizon. 
In other words, the bank's purpose, 
as expressed by J. W. Fulton, 
cashier, is ‘to leave selfishness as 
far in the background as possible.”’ 
In one issue the bank filled its 
entire space above the farmers 
advertising with a strong editorial 
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appeals are put into 
short fillers which appear 
in the farmers’ circular section of 
the page, the food conservation 
movement receiving particular 
attention. “Do you know those 
little shops in the country towns 
and villages that are called Empo- 
riums? asks one of these appeals. 
That is a kind of fancy name for 
department stores where you can 
buy almost anything you want. 
Well, a cow is a kind of emporium 
animal. Just think what we can 
get from it! Meat, leather, milk, 
butter, cheese, glue, bone, buttons, 
fertilizer. Be good to your cow.” 

“How many pounds of sugar 
can you buy at one time?’ the 
bank asks. “Write and tell Hamp 
Williams, federal food administra- 
tor of Arkansas.” 

A simple return postcard sent 
out to the mailing list brings the 
farmers’ advertising direct to the 
bank. It contains blank lines 
sufficient for writing in a full des- 
cription, prices and terms of arti- 
cles for sale or wanted, with 
instructions to “please run the 
following ad. in your market circu- 
lar free of cost tome.’ The filling 
in of the name and address com- 
pletes the card. 








Thrift - Now and After 


HE message to America 

from the war zone is 
“hurry.” The call is urgent 
for ships, munitions, air- 
planes and supplies. *"More 
speed” is the watchword. 

Never has a nation’s 
war chest been filled and 
emptied with such delirious 
haste as this day witness- 
eth. It is the American 
Money Saver who must 
pay for the sinews of war. 
If he does not speed up 
and keep the war chest 
supplied, the fight for the 
eternal right must lag. 
Hidden, skulking 
dollars must be Speed 
coaxed into the open. 
An army of many 
millions of money 
savers must be organized almost 
in a trice. Organized, indeed, for 
whatever skill and energy and 
enterprise the American people 
have been able to boast, organized 
thrift has been the least of them. 

‘More Savings!"—the very first 
step in successful warfare. Speed 
up the bank depositor—and the 
non-depositor—is the answer. Vic- 
tory waits on the money saver. 
Thrift will win the war. 

And what of the sinews of peace? 
The business of war finished, the 
nation will quickly turn to plans 
held in abeyance and these plans 
will require capital. With a new 
merchant marine America's battle 
for world markets will begin. 
Railroads must be rehabilitated. 
The waste of war must be repaired. 
Can any one doubt that there will 
be such a demand for saved capital 
and credit as the nation has never 
seen? And, with every dollar of 
available cash poured into the war 
chest, will it not be a matter of 
beginning anew to gather funds 
for industry? 

Who will supply this capital and 
credit? The financial institutions 


Today; 





Up Deposits=-=A Duty for 
An Opportunity for Tomorrow 


By HARVEY A. BLODGETT 


President, Harvey Blodgett Company, 
St. Paul, Minn. 


of the nation? Yes, provided the 
people conserve in them vastly 
greater sums than they did before 
the war. There is hope that they 
will. They are learning now to do 
it. But upon the banks rests a 
a heavy responsibility now. The 
far-sighted banker will attack the 
problem while his great opportun- 
ity is here. 

After one hundred years of sav- 
ings banks the people of the United 
States were not saving enough 
money to enable them to embark in 
a war of self defense. They were 
saving on an average fifty dollars 
per capita, per year. Their gov- 
ernment asked them for about 
four times that amount the first 
year for war purposes alone. 

The government immediately 
took charge of the thrift situation 
and, despite lack of organization 
for the purpose, instituted the most 
wonderful nation-wide thrift cam- 
paign that has ever been con- 
ducted. With the help of a willing 
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the War 


and patriotic press and a 
large army of voluntary 
workers, the whole nation 
in a marvelously short 
time began to think 
thrift, to talk thrift and to 
practice it. At the time 
this is being written we 
have not failed to keep 
the war chest supplied. 
Undoubtedly the American 
spirit will prevail to the 
finish. The “impossible” is 
being done. The necessities 
of war make all things 
possible. 

But the American people 
are economizing and 
saving with one grim 
purpose in view—to 
win the war. Will 
they keep on saving 

when the tension is over, or will 

they relapse into a riot of luxury? 

Will the promoter gather in their 

Liberty Bonds and give in ex- 


change “sure things’ promising 
higher returns? And will their 


continued savings suffice for the 
needs of the new post-bellum in- 
dustrial era? 

The decision should not wait 
upon the conclusion of the war. 
Proper conclusions require action 
now. 

Where does the banker stand 
upon this matter? Perhaps he is 
thinking a great deal about it, but 
he isn't saying much. Mention 
the subject to him and he thinks 
you are talking “advertising” to 
him, and he instinctively puts a 
protecting hand in the region of 
his pocket-book. Some day the 
word “‘advertising ‘will be put in 
its proper place, or, at least, the 
banker will think of the word in 
terms of constructive business- 
building instead of an avenue of 
exit from the moneychest. 

The bankers of the nation have 
rendered a patriotic service in 
underwriting and distributing 














Liberty bonds, without remuner- 
ation. Many give the national 
situation as a reason for suspend- 
ing their individual effort at busi- 
ness building. Some go as far as 
to think that they are obliged, in 
the nation’s interest, to give the 
government right of way with the 
people's savings. 

If the banker consults the evi- 
dence on the other side of the 
question I am sure he will agree 
that this is the best of all times to 
adopt an aggressive 


Many bankers feel in their hearts 
that their work in support of 
government loans is their share of 
sacrifice to a good cause, and that 
effort or money expended to en- 
courage money savers at this time 
is a gratuity, because new savings 
will go into warloans. The banker 
is in much the same position as 
numberless business men, produc- 
ing or selling ‘non-essentials,” 
who must await the end of the war 
before they can look for profit. 








policy. He can do 
it without offending, 
in the least, his sense 
of patriotism.  I[n- 
deed, such a policy 
as | have in mind, if 
adopted by every 
bank in the land, 
would be the great- 
est help to the 
government in 
financing the war. 

The Liberty Loan 
campaigns, the War 
Savings and the 
Hoover campaigns, 
indeed the Red 
Cross campaigns, 
too, are preparing 
millions of people to 
become profitable 
bank patrons. . 
These campaigns are plowing and 
cultivating a vast banking field. 
It remains for the banker to plant 
his seed and water it. This done, 
the question of financing the 
nation’s augumented industrial 
needs after the war will be 
solved. 

What could be said for the 
farmer who refuses to plant a field 
which someone had kindly plowed 
and mellowed and enriched for 
him? Or what of the orchardist 
who would not plant trees because 
they will not bear fruit next sea- 
son? Inevitably, seed time and 
harvest are a fixed time apart. A 
new crop of permanent money 
savers and investors will be needed 
in the times that loom ahead. The 


soil invites the seed now as never 
before. 














COPYRIGHT, UNDERWOOD & UNDERWOOD 


Britain has built her children into a vast army of savers—English pupils paying 
their weekly subscription to War Saving Certificates 


Their day will come, and so will 
the banker's day. 

Although it involves immediate 
sacrifice to devote time and money 
to government loan work, it is 
indeed a wonderful stroke of for- 
tune for the banker that his insti- 
tution is the center where the 
sinews of war are gathered. Asa 
reward for his service he is brought 
in touch with countless potential, 
permanent depositors and clients 
who have been accustomed to pass 
his door with never a thought of 
entering. Some day these lines 
of war savers will be dispersed. 
Will it be easier for him to cultivate 
permanent relations with them 
then or now while they can be 
reached? 

“Save at this bank to buy 
Liberty bonds.’ That note is 
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strangely absent in bank advertis- 
ing. Whether he will admit it or 
not, the banker shrinks from the 
thought of urging people to save, 
merely for the purpose of investing 
their savings in government loans. 

But have not bankers willingly 
gone to endless trouble to encour- 
age Christmas club members to 
save temporarily for less worthy 
motives? And do not many banks 
encourage small and unprofitable 
checking depositors, in the hope 
that enough will 
survive to yield an 
ultimate profit? 

The forward- 
looking banker, who 
foresees conditions 
after the war, is con- 
centrating much 
effort upon the 
strangers brought to 
his counters for the 
purpose of buying 
government securi- 
ties, anticipating 
their need of saving 
facilities when war 
demands are satis- 
fied, and recognizing 
in them the best 
kind of material fora 
substantial clientele. 

And he is doing 
even more. He 
sees in every savings account 
on his ledgers, even though it be 
a dormant one, a possible capitalist 
or business client of the future. 
He therefore concentrates atten- 
tion upon his savings depositors 
in an effort to “speed them up.” 

Every bank has large numbers 
of small checking accounts which 
are unprofitable because their own- 
ers lack either incentives to build 
them or else an understanding of 
the aids which a well managed 
bank account offers to their pro- 
gress. Here again an opportunity 
for the “speeding up” process. A 
large and fertile field which can be 
cultivated with profit. 

It matters little if the banker's 
effort to speed up his bond buyers, 
his savings and his checking de- 
positors results temporarily only 
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in increased ability to 
invest in government se- 
curities. The outstanding 
fact remains that these 
people are increasing their 
financial efficiency, are 
creating new wealth and 
credit power, and are do- 
ing it at his bank. Can he 
question the outcome if 
he does his part? 
Bankers are prone to 
think of ‘new business” 
in terms of new deposi- 
tors. There are few banks 
in the country who have 
a greater field for growth 
than that already planted 
within their doors. Imag- 
ine the vast increase in 
the banking power of the 
nation if every person 
who owns an account, 
large or small, checking 
or savings, could be 
speeded up right now to 
the limit of his ability. 
Here alone is enough 
latent power to finance a 
great war. Here,too, are 
those who will be sum- 











The Creed of the Thrifty 


N Oklahoma they call it the Tulsa Creed, 
but it might well be taken as the pro- 
fession of faith of the vast army of 

Americans who are building thrift-quarters into 
a $2,000,000,000 war fund. It runs as follows: 
I believe 


1—In Humanity, Civilization and Democracy. 

2—In the Constitution of the United States and 
and all that it teaches. 

3—That the spirit that wrote the Declaration of 
Independence is again abroad in our land, 
and that our country is being born anew for 
the glorification of mankind. 

4—That in the hands of America rests the fate of 
the world; that we are fighting for the freedom 
of all peoples, in all lands, for all future ages. 

5—That every true American should do all in 
his power in his daily life to help win the war. 

6—That I am such on American; that if I cannot 
fight on the battle field, I can do my share 
by setting an example of patriotism, industry 
and Thrift. 

7—In Myself and a Hundred and Ten Million 
like me; that we shall win this war by Fight- 
ing abroad and Saving at home. 

8—That it is my duty to Save and Invest in War 
Saving Stamps to protect myself and aid my 
country. Therefore I Know We Shall Win 
This War. 


his own doorstep, so much 
the better. 

An acute business man 
makes it his policy to cul- 
tivate constantly his 
relationships with cus- 
tomers who have begun 
to give him business. The 
time will come when the 
banker will devote more 
earnest attention to culti- 
vating his business from 
within. Today the devel- 
opment of banking rela- 
tions is largely left to the 
initiative of the depositor. 

In these days of scar- 
city of help and multipli- 
city of public duties the 
banker finds himself ‘too 
busy’ to crystallize poli- 
cies and plans for seizing 
upon his opportunity 
while it is here. It is the 
busiest people who get 
things done. Certainly, at 
a time sacrifices come 
easy, attention tothismat- 
terisworthyof great effort. 

The bank depositors of 
the nation are its main- 
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moned, ere long, to back 
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J} stay inwar financing. At 








with their brains and 
energy, their capital and credit the 
great industries of the nation which 
will, when victory is won, cry out 
for the financial support necessary 
to enable them to “carry on.” 
How should the banker avail 
himself of his opportunity? He 
cannot stand in the lobby, meet 
every depositor who comes in, and 
urge him to ‘speed up” his saving 
effort. Nor can he search out in 
person the owner of every dormant 
savings account and lead him up to 


N AMARILLO, TEX., there's a financial institu- 
tion that has built up a business with deposits 
twelve times its capital in seventeen months. 
opening deposits of the Guaranty State Bank of that 
city on June 17, 1916, were $87,000 and by Novem- 
ber, 1917, they had climbed to $g00,000 on a capital- 


ization of $75,000. 


The remarkable growth of the institution its 


the bank window. His main de- 
pendence is the printed word, 
judiciously used. 

Out of every bank should go at 
regular intervals a vital message 
to every person who has chosen 
that bank as the center of his 
financial transactions, however 
small. Making his choice of a 
bank is the first step and a long 
step in the right direction. He 
should be met at the doorstep and 
invited to come again; if it is at 
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present the government 
is taking a hand in speeding 
them up. When its needs are met 
they will be turned back to the 
banks, accustomed to a financial 
gait unheard of two short years 
ago. No matter how short handed 
or how busy its officers are, policies 
should be considered and developed 
which will consolidate and entrench 
these lines of war seasoned, finan- 
cially efficient people into perma- 
nent bank patrons and partners in 
new national resources. 


officials attribute largely to the eternal boosting of its 
stockholders——the result of systematic training by 
the entire bank force. 

The interest of the stockholders is kept up by per- 
sonal talks, dinner meetings, occasional letters advis- 
ing them of new commercial accounts obtained, and 
by appealing to them constantly to induce their good 
friends whose business is desirable to come to the 
Guaranty State. 





Whats What in Bank Advertising 


A Monthly Department Devoted to 
Comment, Suggestion and Criticism 


NTIRELY aside from the 

direct results of the advertising 
a bank does, if the advertisements 
are well constructed and attrac- 
tively presented that very fact has 
a beneficial reflex influence upon 
the advertising institu- 


By T. D. MACGREGOR 


Vice-President, Edwin Bird Wilson, Inc. 
14 Wall Street, New York 


at the future time when greater 
efforts will be needed to get busi- 





tion. People notice the 
up-to-date advertising 
methods of a bank or trust 
company, and they reach 
the justifiable conclusion, 
subconsciously perhaps, 
that it is a progressive 
institution and one that it 
would be satisfactory and 
profitable to do business 
with whenever the occa- 
sion arises. There is also 
something to be said in 
favor of the general pub- 


NATIONAL 
EXCHANGE 


One of the Oldest-and 
Strongest Banks in 
Rhode Island 


1868 


A Half 


Legislature in May, 1867. 






1918 


pital Trust Company first began business, having been organ- 


Jove reast Ist, 1868, fifty years ago, the Rhode Island Hos- 
ized under a special charter granted by the Rhode Island 


which are advertising to hasten the 
general introduction of the trade 
acceptance are also doing a patri- 
otic work, as whatever makes for 
the more effective use of capital 
now is certainly helping our coun- 
try in these parlous times. 


She different ways in 
which two good old 
Providence institutions 
handle their advertising 
is illustrated by the ad- 
vertisements of the 
National Exchange and 
the Rhode Island Hospital 
Trust Company shown 
herewith (Fig. 1). It is 
only fair to state that the 
ad. of the latter institu- 


licity of bank advertising. 
That is, even if in a whole 
series of advertisements 
there is no special point 
that appeals to a certain 
class of possible custom- 
ers, the advertising serves 
to fix the name and loca- 
tion of the bank in the 
minds of even casual 
readers so that when the 
time does come when they 
need banking service they 





A Short Time Investment 





A Certificate of Deposit issued by 
this bank fs as liquid a form of short 
time investment as can be found. It 
is practically cash drawing interest 


It is payable on presentation and 
yields a satisfactory income based 
upon the length of time for which it 
{is issued. 


This bank with its CAPITAL of 
$500,000, and SUR?LUS PROFITS of 
over $1,100,000, issues these certifi- 
cates. 


The record and strength of the bank 


This Company, the oldest trust company in New England, was 
founded by a group of public-spirited men who wished to establish 
an institution which would serve the best interests of the City 
of Providence and the State of Rhode Island, an institution act- 
uated by a high moral purpose and with such financial strength 
as to warrant public confidence. 

They succeeded in this and the Directors and Officers of the 
Company have never lost sight of the original aims of the found- 
ers. The Company to-day stands committed to the same worthy 
purposes. It is serving its customers as faithfully and efficiently 
now as in the past. it is living up to its best tradidons. 
Naturally, its long experience has inspired confidence on the part 
of the individuals, firms and corporations which it serves. 


As the new year opens, the people of Providence and Rhode 


Island are invited to include the service of this Company in fheir 
financial plans for 1918. 


Rhode Island 
Hospital Trust Company 


OFFICERS 
HERBERT J. WELLS, President 
Henry L. Slader, 
ce 
Preston H. Gardner, Jchn H. Wells, 

Vice Pres and Trest cer Sccrewry 

Thomas H. West, Jr. Gitert A. Harrington, 
tee Pre nt Aver Trost Officer 

Wiliam A. Gamwell, 
Vice President 


Horatio A. Hunt, 
Vice Preside President ‘Asst. Secrewary 


Ernest A. Harris, 
Asst. Trust Officer Aset Serveury 
Robert T. Downs, 
Asst Trost Offcer 


DIRECTORS 


tion occupied about four 
times as much space as 
that of the former. 


§ hn saving banks in 
New York City do 
very little advertising, the 
biggest ones absolutely 
none except the formal 
announcement of their 
dividend rate. They are 
mutual institutions and 
the answer to every ad- 
vertising proposition put 





know where they can get it. 


OME banks are hesi- 





Invite your notice. 


63 Westminster Street 


Edward D. Pearce 
Herbert J. Wells 
Lyman B. Goff 


Howard O. Sturges 











tating about adver- 
tising at the present time 
for the reason that deposits and 
business are coming to them any- 
way without any particular 
effort. In some cases they can 
scarcely take care of the business 
offered. But the wise banker is 
bound to look to the future. The 
chances are business will not con- 
tinue to be so good indefinitely. 
Now is the time to make your 
institution known and to build up 
a good will and a reputation to help 


Fig. 1. Advertisements of two old institutions 


ness. Another thing, a great re- 
sponsibility has been put upon 
bankers at the moment to educate 
the public in financial matters and 
to co-operate with the Government 
in financing the war. The vast 
majority of bankers realize this 
fully. Hence the immense amount 
of advertising space that has been 
devoted to the advertising of the 
Liberty Loans and the War Sav- 
ings campaign. Commercial banks 
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up to them is that they 
have no right to use pres- 
ent depositors’ money in 
advertising to get new 
depositors. It must be 
admitted that they get a good many 
depositors without advertising. It 
must be conceded also that to adver- 
tise in the New York newspapers 
would be pretty expensive when it 
is taken into consideration that a 
good deal of the circulation paid 
for would be waste circulation be- 
cause so many readers are located 
where it would not be convenient 
for them to deposit in the particular 
bank which might be advertising. 
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There are other 
banks nearer them 


which are just as and q 
safe andsatisfactory. Consume Less 
However,someof the torus that whe 
newer and smaller ~~ 


savings banks in 
New York City ad- 
vertise in various 
ways even if they do 
not use the news- 
papers. The Maiden 
Lane Savings Bank, 


Maryland 





“Produce More 


UNION TRUS 




















a 





located at Broad- 

way and Maiden Lane, even 
used the ‘sandwich man” method, 
sending up and down among the 
enormous lunch-hour crowds in the 
skyscraper region of lower Broad- 
way a man bearing placards adver- 
tising the Christmas Savings Club. 
Perhaps there was special adver- 
tising value in this from the subtle 
suggestion that might form itself 
in the observer's mind something 














Big Ships 

and Big Banks— 
Seattle’s Answer 
to the War Call 


needs of our Nation and its « 
spirit of the great banks of the greatest port on the Pac 


ing big ships to meet the urgent 





The SCANDINAVIAN AMERICAN BANK, with its Million 
Half of Capital and Surplus. 

lars, places its vast strength 
of growing concerr apr 
with the largest state bank in Wash 


and resources exceeding Si 





The SCANDINAVIAN AMERICAN enjoys the 
ty-five Thousand savings depositors, with the enormous tot 


k 





to the customer, absolute nsures deposits against loss 


-TWENTY-SIXTH YEAR— 


THESCANDINAVIAN AMERICAN BANK 
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Fig 2. This is an epic 





These children’s trusts have the 
same care as i 


In order to give his young children train- 
ing in business method: 
made a small trust for each child, and we 
send each one an allowance check regularly. 


In_one of the frequent 
1 officers give 


of o 
what the nze 


If you wish information aboot trusts made 


in this paper the idea 
has been THRIFT. 
I have also been 
sending out a 
monthly letter to 
the stockholders and 
occasionally to de- 
positors in an effort 
to get their co-op- 
eration and I have 


those amounting 
to millions 


s, a wise father has 


examinations which 
rs, we 





d all trust business, no matter 

















reduced to the necessity of earning 
your living in such a humble and 
arduous way as this. 


NE of the cities which is pros- 

pering especially on account 
of the war activity is Seattle, where 
thousands of new citizens have 
arrived to build ships for Uncle 
Sam. The advertisement of the 
Scandinavian American Bank “Big 
Ships and Big Banks” (Fig. 2) is 
an epic 


REMARKABLE offer of free 

trust services to those engaged 
in war service is made in the adver- 
tisement of the Keokuk Trust 
Company, of Keokuk, la. (Fig 3), 
which makes good use of its ad- 
vertising space in other ways. 


RURAL banker, President O. 

M. Purnell, of the Deposit & 
Savings Bank, Snow Hill, Mad., 
writes me: 

“This is an agricultural district 
and this bank is the third bank 
started in the county seat with a 
population of 1,800. We have two 
newspapers in the town and I| have 
used a 5-inch space in each. In 
one of these papers I have written 
my advertisements along the line 
of service having adopted as a 
slogan ‘Service That Satisfies.’ 
The other paper I have used in an 
effort to try to get our people to 
save and in all my advertisements 
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by agreement or these made by will, oo 
aneenes also sent out a few 
COMPANY What will become of your B T c ‘ d fold I 
Baltimore life insurance? | ANKERS SRUST COMPANY printe ) ers Call- 
WL te pcede of yu | sas «ass. | ing attention to the 
wie nee iat growth ofthe bank.” 
ike this: ne | 
like thi ara ean | WROTE Mr. Pur- 
Save now BOSTON SAFE DEPOSIT ll: 
end when ok, TRUST COMPANY "7 neil: 
ak aa ee eer Your monthly form letters are 
, 8 very good as they show a friendly 
old vou Strong use of big ae ’ 
2 space spirit and are full of the local 
won t be 


touches which make them of per- 
sonal interest to the recipients. 
However, I think it would be better 
if you would have the name of the 
addressee at the top printed in a 
little better imitation of type- 
writer and the signature written 
with pen and ink. Even if you do 
not sign your name personally, it is 
always better to have the signature 
hand-written. 

“TI also think it would be an 
improvement if you gave some 
specific information as to the ser- 
vice of your bank; that is, explain- 
ing the advantages of interest on 
time deposits, business advice, 
bank drafts, collections, loans, co- 
operation with farmers, etc. 

“Your newspaper copy seems to 
be pretty good and I think you 
have sound ideas on how to adver- 
tise a country bank. My sugges- 
tion is that you read all you can on 
the experiences of other bankers as 
shown in The Burroughs Clearing 





FREE WAR SERVICE 


To thoee who serve our country in efther.military, naval, citi] duties 
arising from the war, or in the Réd Cross, we will WITHOUT CHARGE, 
so long as he or she shall continue in such service during the contin 
wance of the present war perform the following service 


1. We wilt take charge of and safely keep any will 


2. If we are \iamed as executor or trustees under any will and 
its maker dies before peace is declared. we will perform all 
services required thereunder, and turn over all legal fees to 
bis or ber heirs. 


We will take charge of real estate, securities, Investments, or 
money, collect rents, interest, dividends, or other income. 
attend to the safekeeping thereof, investment, or reinve 
ment, as the owner may in writing direct and remit t in 
come according to the direction of the owner 


Our officers will gladly expiain further details. 


KEOKUK TRUST COMPANY 


Phona 257. 611 Blondeau St 











Fig. 3. A generous offer well made 














House, and other maga- 
zines and books on the 
subject.” 


WE ARE NOW 
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ROM Detroit comes 


‘Vast ington, 


A NATIONAL BANK 








this letter signed by 





Julius C. Peter, Assistant 





to the President of the 
Detroit Trust Company. 

“In the February issue 
of The Burroughs Clearing 
House, | was interested 
to note a_ reproduction 















THE EXCHANGE BANK 
OF TALLABASSES, FLemiba 


unable to decide upon a 
definite plan upon which 
to proceed. We have pur- 
chased copy from time to 
time from advertising 
houses, but it all seems to 
be lacking in the proper 
touch of local color, you 
might say, which wedesire. 
It seems to shoot over the 
heads of the readers. Ours 











of an advertisement used 
by the Rhode Island Hospital Trust 
Company. Your list of the trust 
companies which have community 
trusts or foundations, however, is 
incomplete, as there isone in Detroit 
which was initiated by this com- 
pany, and others inother cities. You 
may perhaps be interested in the 
enclosed advertisement ‘Concise 
Business Information’ as it has pro- 
ducedaverylargenumberof replies.” 
That list was not meant to 
be complete. I can also add the 
Permanent Charity Fund of the 
Boston Safe Deposit & Trust Com- 
pany. I amalways glad to reproduce 
bank advertisements which have 
produced results because it helps 
other bank advertisers.’ So study 
this Detroit advertisement (Fig. 6) 
well. 


OME of us who are woefully 
ignorant of Alaska may be 
surprised to see such a good news- 
paper advertisement as that of the 
First National Bank of Valdez. 
Judging by that ad. (Fig. 5), 1am 
convinced that Valdez is an up-to- 
date community. 








Financial Reserve 


There is hardly a day passes but most 
of us are called upon to draw upon our re- 
serve, either physical, mental or financial. 

Have You some in store? 

This bank is a good place to start a fin- 


ancial reserve and it cannot help but be of 
real service to you. 


War Saving Stamps For Sale. 


THE FIRST BANK OF VALDEZ 


VALDEZ, ALASKA 




















Fig 5. A good one from Alaska 


Wee Sevenge Stamp tach wil co 413 


First National Bank 











Fig. 4. National banks 
are good advertisers 


NCLE SAM has to work 

overtime nowadays filling all 
his engagements to appear in pa- 
triotic bank advertisements but I 
don't know of any better illustra- 
tion for the purpose, at that. How 
he helped out Thrift Day at New 
Hampton, lowa, is shown by the 
big ad. (Fig. 4) of the First Na- 
tional Bank of that place. 


ECOMING a national bank 

or joining the Federal Reserve 
System is a great event in the 
history of a bank —an occasion 
which demands special advertising 
effort. The Seaboard National 
Bank of Seattle rose to the occasion 
as shown in the reproduced adver- 
tisement (Fig. 4) which appeared 
originally in a space of 4 columns 
by 165 lines. 


HAT “Government Securities” 

ad. of the Exchange Bank of 
Tallahassee, Fla., reproduced in 
the same group, was sent me by 
Cashier John Choate, with the 
comment that it was used with the 
idea of clearing the deck for the 
Third Liberty Loan. 


ROM Wenatchee, Wash., up 

in the apple country, | received 

a letter signed by Assistant Cashier 

W. D. Shultz, of the Commercial 

Bank and Trust Company, as 
follows: 

“We have been reading your 
articles in The Burroughs Clearing 
House with a great deal of interest. 
We have always believed in adver- 
tising for banks, but have been 
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is a rural community and 
we feel that a certain homely ver- 
biage is necessary in order that our 
ads. may be effective. 

“We enclose several ads. we have 
written and which we intend to 
use in a series of some twenty or 
thirty articles along similar lines. 
We want to tell those things about 
a bank which a customer should 
know, but which are so familiar to 
one whose duties bring him in 
touch with them every day. 

“If you see fit to criticise our 
efforts, we would be pleased to have 
you do so. Tear them to pieces 
and if possible re-write them as you 
would suggest that they be used. 
Or if you think we are proceeding 
along the wrong lines, kindly 
suggest something else. 





Concise 
Business Information! 


G If you are a property owner or a business man. @ 


you will want these booklets: 


YOUR TAXES: A _ convenient synopsis of city, 
county, state and federal taxes. Gives tax dates 
and (where possible) the rate of the tax. 


PUBLIC ACCOUNTING: A plain statement of how 
the manufacturer, banker and merchant each 
benefits by using the services of expert public 
accountants. 


THE IMPORTANCE OF MAKING A WILL: A duty 
you cannot afford to neglect. Some of the com- 
mon objections and the answers thereto. 


DESCENT AND DISTRIBUTION OF PROPERTY 
F INTESTATES: A concise summary of the 
Michigan laws controlling inheritance when there 
is no will. Every property owner should have 

a copy of this book. 


A NEW PUBLIC SERVICE: Of interest to officers 
and members of clubs, organized charities, and 
other organizations not conducted for profit. A 
new and business-like method of handling club 
finances. 


There is no. charge for any of the above booklets. 
Check those you wish to have, and send us your name 
and address. 








CORNER FORT AND SHELBY STB. 
OPPOSITE POSTOFFICE 
DETROIT. MICHIGAN 














Fig. 6. This ad. pulled 
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Our Platform 


at 
po cemne euen” tee coapeaen oa 
A Service Suited to 
Your Needs 

Now th Y “ 
New York 





ATLANTIC NATIONAL 


” or maroenes 
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One billion pennies 


WE PAY INTEREST 





On Book Accounts 


Are you contributing YOUR - @We lend money on tarms 


the stream which wil help win the war? 


Vinton 


FIRST _ 


Savings 


@ Money deposited on of before the fifth day 
of the month draws mterest from the first. 


Bank 





Oppomte Court House 





TRUST & SAVINGS BANK 
LOCUST mW. CORNER - SEVENTR 


VINTON 
° E 


OWA 
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California National Bank inc eng 
* OF MODESTO c 

“We en- 


banking business in 
Wisconsin efficiently 
through this Bank. 


| yo can transact any 
| close a 
| copy of our 
daily paper 


®) —=® 
iT 
] 
|| 


|| 
| First || andseveral 
‘ 1] € 2 rp r > 
| NationalBank || 24s. we are 
| now run- 


lla of Milwaukee | 
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connection 
with our membership in the Bank 
Depositors Guaranty Fund. We 
are the only member in Wenatchee 
and believe it to be a good talking 
point. We realize that newspaper 
space costs money and is valuable. 
We also realize that sometimes it is 
far more valuable than the copy 
which it contains. It is just this 
that we are trying to avoid.” 

1 am reproducing one of this 
bank’s guarantee of deposits 
advertisements together with 
a similar one of a Seattle bank 
(Fig. 7), and below is the copy 
of one of the series of “Bank 
Talks.” | told Mr. Shultz that he 
was on the right track and did not 
really need much in the way of 
suggestion. I have found that to 
be the case so often—those who are 
doing most effective work are very 
modest about it and are eager to 
learn more, and vice versa. 

“BANKING BY MAIL” 

“Every postmaster and every 
mail carrier is an agent of this bank. 
Pretty broad statement, isn't it? 
but it’s true. 

“They work for us without know- 
ing it most of the time, but they 
are efficient and prompt. 

‘“‘Many of our customers come to 
Wenatchee very seldom. They 
use the mails to take advantage of 
our service. Checks, money or- 
ders, etc., can be sent safely by 


ning in 





an 


mail without registering. They 
should be endorsed as follows: 


Fig 8. Mostly good ones 


‘Pay to the order of Commercial 

Bank & Trust Co. Wenatchee, 

Wash.’ (Signed) Your Name. 

‘Endorsed in this manner, no one 
can get these items cashed but us, 
and in the event the letter should 
go astray duplicates may be pro- 
cured very easily. 

‘‘Money should be sent by regis- 
tered mail, but at very small ex- 
pense a money order may be bought 
from any rural carrier. 

“Upon receipt of the items we will 
issue a Duplicate Deposit Ticket 
and mail it to you immediately. 

‘These tickets should be retained 
until you receive the monthly 
statement of your account upon 
which you will find we have ac- 
counted for each deposit. 

“During the busy season many 
ranchers find this a very convenient 
method of transacting their bank- 
ing. Our Special Department or- 
ganized for this work enables us to 
to offer efficient service. 

“Mail Accounts are guaranteed 
under the same 
law which guar- 
antees our other 
deposits. 
COMMER- 
CIAL BANK 
&® TRUST 
COMPANY” 


‘*The Bank of Guar- 
anteed Deposits” 








DEPOSITS 
INSURED 
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The Scandinavian ; 
American Bank #2 | 11 wee 


Alaska Budding 
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Fig. 7. Washing- 
ton banks have a 


new talking point Commercial Bank & Trust Co 













OVER ONE-THIRD OF THE BANKS 
OF ARKANSAS DEPOSIT PART 
OF THEIR SURPLUS WITH LS 


war? 





Bank of 
Commerce 
Little Rock, 
* Ark 
r 








Y ani- 
mad- 
versions on 
some of 
the other 
adver- 
tisements 
shown 
(Fig 8) are 
as follows: 
Too heavy and mysterious a 
border and too much fine type in 
the Brooklyn Trust Company ad. 
(G) ; The Modesto, Cal., “platform” 
(B) is a good one to stand on if you 
want more business; The Bank of 
Commerce, Little Rock, Ark., has 
a good banking journal ad. (F); 
“One billion pennies’ as a heading 
(D) ought to have made Des 
Moines peoplesit upandtakenotice; 
can't suggest any improvement of 
the ads. of the Atlantic National of 
New York and (C) the First Na- 
tional of Milwaukee (A); the “‘Sol- 
diers of the Soil” ad. (H) of 
Springfield, Mass., would have been 
improved, perhaps, by a cut of 
“the man with the hoe; ’ the Florida 
National Bank calmly appropriates 
the bigger part of the trademark 
of the Prudential Insurance Com- 
pany of America (1), though it may 
have secured permission for aught 
I know; take out the double rules 
and set the heading in uniform type 
and you'll hardly recognize that 
Vinton, lowa, advertisement (E). 


TEPS to VICTORY is the allur- 

ing title of an interesting 
booklet issued by the Mechanics 
and Metals National Bank of New 
York. It is a brief discussion of 
the things to do and the things to 
do without during the progress of 
the war. It is illustrated with 
Pennell sketches from the Phila- 
delphia Public Ledger. 











AIM ESVILLE, FLORID: 


LOR NATIONAL BAMK 
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HAT'S a clever use of a circle and a triangle in these are the First National Bank of St. Paul, famous 

the trademark of the Newton (Ill.) State Bank and in the Northwest for its annual Corn Contests, and 
Trust Company (Fig. 9). By the way, I wish my the Live Stock State Bank, of Portland, Ore., whose 
readers would agricultural department gives its entire attention in 
send me copies of assisting bankers to develop their agricultural 
their trademarks resources. Country banks are helped to— 





and slogans if Secure a county agent. 
they re proud of Bring in pure bred live stock and sell it to farmers 
them, and maybe on easy terms. 
] can run a page Encourage construction of silos by offering to loan 
of eachinafuture money to build them. 
ve number of this Interest boys and girls by forming calf clubs, pig 
magazine. | can't resist reproducing this month the clubs, corn contests, etc. 
strong use of the emblem of the Third National Bank Help farmers to keep books. Offer them facilities 


of St. Louis. of the bank in making receipts and expenditures. 


Use newspaper advertising space for the promotion 
of better agriculture. 
Take an interest in the school situation in the com- 


the country in the past. month has been devoted to munity and better leases with landlords and tenants. 
the sale of the third Liberty Loan. This month a Arrange rest rooms for farmers’ wives and families 


good deal of attention will be paid to the Red Cross jn the bank. 

drive. But notwithstanding these absorbing en- Have an agricultural exhibit. 

deavors, regular features of bank advertising are not Have a table for agricultural literature for distri- 
being neglected. In the case of the country banks, bution of bulletins, etc. 


located as they are on the firing line of the fight Keep a scrap-book on file for clippings of agricul- 
for greater production of foodstuffs, strong offers of tural information. 


HE lion's share of the advertising efforts and 
expenditures of the banks and trust companies of 


co-operation with farmers are being made. Have authentic information easily accessible on 
Some of the larger Western banks have agriculturists markets, etc. 
regularly attached to their staff. Notable among Institute a credit rate sheet. 








ADJUSTO TRAY-BINDER OUTFITS—32 OF THEM—ALL FOR ONE BANK 


Sold on merit alone, in competition with all other rn 
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“Ask any user--he knows” 


THE ADJUSTO IS UNIQUE IN THE ADVANTAGES IT AFFORDS | 


This busy bank, with it’s 20,000 active accounts, could take Thousands of ADJUSTO Tray-Binders are working hand in 
no chances in selecting its bookkeeping machine ledger equip- hand with bookkeeping machines—speeding up the book 
ment. All equipment was investigated, and the merits and work—in the busy banks of the Nation. 

demerits of each line carefully considered. 





Users everywhere, recommend the ADJUSTO as the “wholly 
The ADJUSTO Tray-Binder was favored and selected because efficient teammate of the bookkeeping machine.” The | 


of its practical construction and general utility. ADJUSTO dominates the field wherever it is known. 


We furnish complete machine bookkeeping systems. Write for particulars 


LeFebure Ledger Company, Manufacturers, Cedar Rapids, lowa 


Canadian Branch—Business Systems Limited, Toronto, Ontario 


—— ae | 
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|| EMERALITE 


ADDING MACHINE 


Ua Wa Ya \wa \we \we \we Yue Swe} 


Increase Your Efficiency and 
Decrease Your Eye-strain 


(ay AYA) 


by working under 
this Emeralite—our 
special model No. 
8734 A. M. An in- 
valuable aid to the 
operator — for accu- 
racy, speed and eye- 
comfort. Provides 
clear, even illumina- 
tion, directly over 
the machine—while 
the green shade takes 
away annoying, 
harmful glare. 

Fits any metal stand, 


and matches finish of 
machine. 


TWA Wd Wd Wud WU Nd NU We We WW WW YW YS 


We know you need one, 
so we will send a lamp on 
approval. Write today. 


Price complete — $12 each 


For General Business Purposes Use 


EMERALITE DESK LAMPS 


Not only essential for properly equipped office, but 
indispensable in conserving eye-sight. That is why the 
Emeralite has had such wide adoption. The shape of 
the shade spreads the light properly, while the green 
glass is restful to the eyes—nature’s principle of eye- 
comfort. Lasts a lifetime. Lamp shown below is No. 
8734 B., price $10 complete. Be sure the name 
Emeralite is on the lamp before you buy. 
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Write for booklet illustrating 30 different 
styles. You owe it to your eyes. 


The familiar green glass shade 
¢ that’s “kind to the eyes.” 


ONO ING ACO NOOO ONO ODN NONE 


. H.G. McFaddin & Co. 
> 


40 Warren Street 
New York 
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{BE KIND TOYOUR EYES 
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Advise on diseases and their control, better methods 
of feeding, care and management. 


Arrange an exchange bureau for the distribution of 
live stock, etc. 


Encourage the use of pure bred animals. 


HE cashier of the First National Bank of North- 

boro, lowa, seems to be solving the problem of 
advertising a country bank in a community where 
no newspaper is published. His solution is, publish 
your own, even if it is only a monthly. He gets out 
a publication which is true to the title, The Live 
Wireless. In regard to it, Cashier Frank T. Nye, 
writes: 

“The purpose of The Live Wireless, is to afford an 
advertising medium for this territory, as in this town 
of 250 people, we have no local newspaper. We have 
several towns close, however, having six banks within 
six miles of Northboro, and three banks at Shenan- 
doah, fifteen miles from us. The other papers do not 
cover our territory thoroughly, and lack local stuff, 
hence afford a poor advertising medium. 

“We have purchased an addressograph and are 
continually adding to our mailing list. As we make 
no charge for The Live Wireless, it is welcomed. 

“We are mailing out 500 copies, and it covers the 
territory thoroughly. A vest pocket kodak, an 
addressograph and a typewriter are about all the 
equipment of the magazine. We take pictures of 
local scenes, cattle shipments, farmers’ choice animals 
in live stock, new buildings, etc., and run them. We 
also purchased a Ford Runabout last year, which 
enables us to bring the service of the bank to the 
customers own door. Several of our customers have 
moved away, close to other banks, but continue to do 
banking with us, through our mail service, which we 
have emphasized in our advertising. We have about 
200 safe deposit boxes rented. We have made a 
specialty of this department which is often neglected 
by the country bank. We find it thoroughly apprec- 
iated by the lowa farmer, who is quite willing to 
pay for the facility.” 

Mr. Nye says that the kodak, addressograph and 
typewriter “are about all the equipment of the 
magazine.’ He's too modest to speak of the gray 
matter of the man who gets it up. The Live Wireless 
is well written. For example, in the January issue 
there was a biographical sketch of one William 
Walter Creal. The ordinary writer would have said 
he was born on such and such a date and let it go at 
that but The Live Wireless put it this way: 

“On the twelfth day of October, 1865, the stork 
put the other leg down, got both squarely under him- 
self, gave a spring off into the atmosphere and vol- 
planing off to Page County, Iowa, deposited a 
little bundle of clothes, the tag on which read, 
William Creal.” 






















—if you ever caught a fish 


Then just imagine a mighty bass striking your 
lure—imagine him going down through the cool weedy 





depths, making the line fairly sing as it cuts the water, Splash! He 
darts to the surface and throws himself in the air, a shining, silvery, 
quivering mass of fight and anger. Splash! Again he dives to the 
bottom. And, after a thrilling battle you finally reel him in and land 
him, This is realsport. Why not you have it? Go to your dealer and 
get the reel which makes perfect casting casy—the South Bend Anti- 
Back-Lash reel, and the wonderful fish-getter the BASS-ORENO 
bait. ‘They’ve doubled the pleasure of thousands of anglers. We’ll be glad to 


send ycu ‘“‘The Daysof Real Sport.” a book illustrated by Briggs, filled with 
fun and fishing information. Ask for it and send dealer’s name. 
SOUTH BEND BAIT COMPANY 
11586 Colfax South Bend, 
Avenue diana 
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The Agricultural Club of Tomorrow 


(Continued from page 14) 


discourage bankers from this form of generosity. 
There is full recognition of the good impulses of the 
bankers in enabling young farmers to acquire stock, 
seeds, fertilizer or what not by means of loans on 
which interest payments are waived, but the officials 
have come to the conclusion that this is mistaken 
kindness. In the light of experience that is now 
extended enough to prove convincing, they have come 
to believe that it is better for everybody concerned 
if each young farmer begins his operations on a strictly 
business basis. To inculate sound, business prin- 
ciples in the rising generation of farmers is held to 
be every bit as important as to inculcate technical 
agricultural knowledge of a high order, and so 
bankers will henceforth be counseled to deal with 
club members just as they would with any other 
trusted customer seeking similar accommodation. 


As to Fraudulent Advertising 


id IS almost impossible to estimate accurately the 
many millions of dollars of savings of persons of 
small means which yearly have gone into fraudulent 
or highly questionable operations under the guise of 
investments. The hardship occasioned by the sale of 
these practically worthless securities has been deplor- 
able. Every day bankers are coming into first-hand 
contact with persons who might have had a compe- 
tence had they been protected from misrepresentation 
regarding the fundamentals of the investments they 
thought they were making. These misrepresentations 
have been made chiefly through printed circulars 
distributed by mail and advertising matter in the 
press of the country. 

These are the reasons which have impelled the 
Investment Bankers Association of America to organ- 
ize a campaign against fraudulent advertising. It is 
@ movement which every banker should support heart- 
ily. Although most reputable magazines and news- 
papers now refuse the advertising of the get-rich-quick 
fakers and the Post Office Department quickly issues 
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Help Your Bookkeepers 
Do More Work 


Comfort is essential to speed in 
machine bookkeeping. Without it 
an operator’s work lags—output | 
decreases. 









Watch your machine operators 
at work—notice how they con- 
stantly shift about for comfortable 
working positions. Tired leg mus- 
cles divert their minds from their 
work. Each shift means loss of 
time and results. 


Our stools give comfort to the 
operator— increase output and 
conserve energy. They were specially designed so that oper- 
ators can hang their feet by the heels, clinch them by the 
instep, place them flat on the floor or in several other positions. 
Shifting causes no loss of time with them. 


Watch your operators strive for better working positions. 
Then help them do more work by giving them one of our 
comfortable stools. Made of the same material as your adding 
machine stands. In ordering, state if for high or low stand. 


Last 
a lifetime 





Number High Low Price 
0 22 inches 18 inches $7.50 
1 Regular 26 inches 22 inches 7.50 
2 31 inches 27 inches 9.00 
3 36 inches 32 inches 10.50 


THE ADJUSTABLE TABLE COMPANY 


GRAND RAPIDS, MICH. 














YOUR BANK NEEDS DISTINCTIVE 
CHIPPED GOLD 


SIGN TABLETS 


Signs that will identify your institution in a 
pleasing and impressive manner. That are easy 
to read, do not tarnish and require no polishing. 
Thousands of Banks are using our Chipped 
Gold Signs and every one will testif to their 
superiority in elegance, character and legibility. 


Our Book ‘‘Bank Signs’’ Sent Free 


RAWSON & EVANS CO. 
Washington and Union Sts., Chicago 























a fraud order against any individual or concern about 
whom a complaint of that nature is received and found 
to be justified, nevertheless the unprincipled promoter 
is still looking for victims and it continues to be one 
of the first duties of the banks to make use of their 
advertising space to warn the people against fake 
investment propositions. The case of Elmer Dwiggins, 
convicted recently of defrauding Liberty Bond invest- 
ors, shows the lengths to which swindlers will go in 
their greed for the hard earned savings of workers. 


te fact that the percentage of loss to depositors 
from failures of National Banks during the year 
1917 was only .00003 per cent is being used by some 
of the national banks to call attention to their safety. 
Some of them have used an adaptation of the well 
known soap slogan, ‘99.44 per cent pure,’ to the effect 
that national banks were 99.99997 per cent safe. 
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These Banks Know 


| HE Bank of Evansville, Wis., has employed 
the Craddick organization of bank advertis- 
ing specialists for more than five years. 

Deposits have increased 100% meantime. 

The First National of Colman, So. Dak., has 


| 
: 
| employed us for four years. Deposits have 





increased 100%. 


CAN results be traced to the bank’s advertising? 
Ask these two banks. THEY KNOW. 


We serve 400 banks in thirty states. May I send you the 
“inside workings” of our plans? No stunts, just sensible 
application of well known methods of proven value plus a 
specialized knowledge of country bank advertising. 


Please enclose last call statement 


H. B. CRADDICK 
Advertising Manager for 400 Banks 
First Nat’l Soo-Line Bldg. 
Minneapolis, Minn. 
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The faster the 
left hand turns 
up the items the 
faster you can 
post. 
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Separate compartments for posted and unposted items. 
Price $7.50 f.0.b. Detroit, Mich. 


Time Saved is Money Earned 


The Time Saver Tray cuts posting from five to thirty minutes | 
per operator daily. Minutes mean dollars. Your bookkeepers | 
can save both for you if supplied with our trays. 


Items segregated in separate compartments speed up posting, 
furnish comfort and convenience. A Time Saver Tray is to 
bookkeepers what a currency drawer is to teller or cashier. 
Thousands of banks all over the country use Time Saver 
Trays. Many large banks have equipped all machines. No bank 
too small to use profitably. Sold on a money back guarantee. 


Ask any adding machine salesman about Time Saver Tray. 


Richardson & Scott 


Box 29, North End Station | 
DETROIT, MICH. 
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THE HOME SOLDIER 


Bud wants to be a soldier 

And carry a rifle that shoots, 

He wants to shoulder a knapsack 
And march in a soldier's boots; 

Bud wants to carry Old Glory 

‘Out there” where the big guns roar, 
He wants a bit in a first-line trench— 
Well, Buddy's only four. 


Bud's tired of mimic warfare 

That the neighbors’ children play, 

He's eager to face real bullets, 

He told me himself, today: 

He dreams of crying “Forward” 

At the head of an army corps, 

With the cold steel set for a glorious charge— 
O, Buddy’s only four. 


Bud's weary of wooden muskets 

And the lath that serves as a blade, 

He yearns for a real Lee-Enfield 

And bombs for a midnight raid; 

He sees but the gilt and glitter, 

Parades and pomp galore, 

He wants some medals across his chest— 
But Buddy’s only four. 


Bud doesn't know the terror 
Of No-Man’s Land at night, 
And “over the top” for Buddy 
Means into a crib of white; 
But he wants to be a soldier 
As told in soldier lore, 

He's got the spirit of ‘76— 
And Buddy's only four. 
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Bank Ledgers 


and the Labor Problem 


aN APRIL, 1865—during perhaps the dark- 

est and most discouraging period for 

business in the entire history of the South 

the First National Bank of Richmond, Va., was 
organized and opened to the public. 

Facing conditions that would have disheart- 
ened many, its founders, by well-directed efforts 
and foresight, made the bank a success from the 
very beginning. They were conservative but pro- 
gressive, and even during that precarious period 
strived for improvement through more modern 
methods of banking. The management of the 
bank has changed since then, but its succeeding 
officers have always been alert to meet ever 
changing business conditions by improved 
methods. 

When Burroughs Ledger Posting and State- 
ment Machines were offered, the officers of The 
First National Bank of Richmond saw an 
opportunity to improve their service to patrons 
and at the same time improve their bookkeeping 
department. They purchased three Burroughs 
Bookkeeping Machines to make customers’ 
statements and thereby eliminated from their 
bank the month end rush of work incident to 
balancing customers’ pass books. A letter sent 











out with the first statement explained them to 
patrons. A few customers called at the bank for 
further information, but the vast majority were 
pleased with the change. They liked the neat, 
legible statements and were pleased that they 
no longer had to surrender their pass books for 
balancing. 

So successful did the machines prove on state- 
ment work that early in 1916 the bank executive 
decided to install similar machines to post their 
individual ledgers. Seven trained bookkeepers 
were then engaged in posting the accounts by 
pen-and-ink methods and business was increas- 
ing at such a rate that the head of the depart- 
ment was planning on getting an additional 
bookkeeper. 

With the installation of Burroughs Ledger 
Posting Machines to do the work the need of 
this extra man was eliminated and one of the 
seven men already doing that work was released 
for other duties. Six Burroughs Bookkeeping 
Machines handled the work with ease and have 
also taken care of the vast increase of business 
experienced since their adoption. 

Unfailing accuracy, neatness and legibility, 
as well as a saving in money and man-power 
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f An instance of how quickly one may 
| become an expert bookkeeper with Bur- 
i) roughs Machines was demonstrated in The 
| » First National of Richmond. One girl 
| > Seer without previous bookkeeping experience 
1 went to work posting accounts in thisbank. — J 
| qreenecs In eight months she attained an enviable | 
| reputation as a bank bookkeeper in Rich- | 
| | = ye. 19, 1918 mond, and without trouble handled the 
Burroughs Adding Machine Co,, largest unit of accounts in the bank. 
Ih a pam The change from pen-and-ink posted 
| se eal _ ledgers to machine-posted accounts was | 
. ; | 
| of the Burroughs AAding Machines, beg fo advise we now made without hitch ordelay. Thetransfer | 
WM ve in use: . 
iH was made in two hours. Each bookkeeper 
HW 12 Bookkeeping Machines 3 Duplex Machines ‘: - , 
| | 1 Calculating Machine 17 Straizht Adding changed over his own accounts, under the 
aod have ortered one Transit Uachine for use in our lai] direction of a Burroughs representative, 
| Ee Re and then went ahead with the new method 
| Bask thinks ofthe Surrougher “Surias the past yearn of posting. 
I! aod but for They assistance oft 5 Surreughe bockbesying The accounts were divided into twelve 
| properly the" voluns. of work passing, throug on hapal ine ledgers and the ledgers into six sections, 
ll neatly’ dons,.is nore, accurate asd e.larger Yoluse Teen | two ledgers for each bookkeeper. From 
HI ance ledger, which ms in use by us prior to the installs | the very beginning a noticeable saving in 
D he Burroughs. : j 
| | het . : | time was effected, and now, with work 
| A man with lit : 
| | handle a ledger with the Burroughs Bookkeeping Mechioe in greatly increased and the number of book- 
a mich shorter time than is possible with any other system. k ™ 1 d I , I . mine 
| pisiintiaretgegtine pn enecapapiat dear set eepers reduced by one, they are saving : 
| approval ani satisfaction with the Burroughs, bez to remain one hour a day per man. 





| H Yours very 


All items taken in during the day are 
Tush posted to the ledgers in one run, the run 
, beginning shortly after the bank closes at 

= 2 o’clock in the afternoon. By 5 P. M. 
- all ledgers have been posted and the work 
” proved. Proof that the correct amounts 
Burroughs solved this bank’s labor problem have been posted is obtained by drawing 
off, on a Burroughs, the old and new bal- 


ances. The difference thus obtained must 
were the features of the Burroughs Ledger compare with the tellers’ totals. 


Posting and Statement Machines that appealed The next morning the statement clerks post 
to the bank officers for their immediate needs. the statements inone run. Then dependable 
The future of the bookkeeping department, proof that the correct amounts have been posted 
however, figured as an important factor in their to the right accounts is obtained by calling back 
purchase. the new balances on the statements against 
And the machines have lived up to the expec- those on the corresponding ledgers. 
tations of the bank in every respect. In the Overtime, which was often necessary when the 
| past year many trained employees of the bank books were kept by pen-and-ink, is now seldom 
] have left, making it necessary to transfer some necessary. Trial balances ‘“‘that balance’’ are 
| of the bookkeepers to other departments to fill now a matter of course. In fact with the work 
| these vacancies. doubly proved each day it is necessary to take a 
| During the old pen-and-ink regime such long balance only once a month. 
changes would have greatly discommoded the The use of Burroughs Machines is by no means 
| bookkeeping department even though trained confined to the bookkeeping department of The 
| men to fill in had been available. Trained First National Bank. Some model of Burroughs 
bookkeepers were not available, however, but Machines is used in virtually every department 
this did not affect the bank one way or another. where figure work is handled. 
It is no idle boast that ‘““Anyone who can read Three operators with as many Burroughs 
can operate a Burroughs,’’so when bookkeepers Posting Machines handle all of the country bank 
| were needed the bank engaged inexperienced ledgers and statements. One machine is used 
men who with a little instruction and practice to make out the statements and two to post the 
These three men on Burroughs Book- 
keeping Machines now handle a larger volume 1 




















were able to do the work in a very satisfactory ledgers. 
manner. 
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{ COUNTRY BANK LEDGER 
FIRST NATIONAL BANK. RICHMOND. VA nm 
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IN ACCOUNT WITH 


THE FIRST NATIONAL BANK OF RICHMOND, VA. 


PLEASE EXAMINE UPON RECEIPT 
KINDLY FILL OUT AND SIGN THE ENCLOSED RECONCILEMENT BLANK 
AND RETURN TO US PROMPTLY 





Fes 





res 
Fes 


HPOOKYMOUrRPYUUUNONORKIUYUNOOW YguoYy 
WOOCOMOMPHROOSCOSHANOUUEUOUOCOO &ONH 


Se eTVectVrvre career’ ren ee Ss ew 


wooooow 


| 


y) 


DEesiTs 


CREDITS 





Dat _ DESCRIPTION MOUNT 


Fee 


NAOKO Mavrvy 


— = 


AMOUNT Date] DESCRIPTION AMOUNT : OLO BALANCE NEW BALANCE 





ree 
res 
FEB 
res 
res 
FEB 
Fes 
reed 
resi 
Fea 
reel 
reed 
read 
read 
read 
res 
ree 
ree. 
Fee 
ree 
Fes 
Fee 
ree 


» 


T 
| 
| 


6-4. .0 8 
ve - 
r 

HN OD bY 

vduUo ur 


ao OF 


aoa 

cow 
MOONOMKPOESNYUUVO ON 
NNRRPNONK 


DAOruUMNOrPOUWAKYAOON 
a 
Lol 
g 


2e2®oo 
var On 
= 
cad 
x 
n 


—“—TTtTSe oS Coo 


b 
cad 
x 
w 


cy 


UNrP PRP RPP OMMOOVINNNY 


pe 


UDOr oPUbU 


> 
sad 
z 

ec 
” 








p»oOore IP OAUrPaeEDUNAMNOOOO 





Pera ee ee 

b 

or 

z 

$ 
ONNONON Ors 
Norvauunrtoow 
wUVWMDOOKPUOIOU Or OF 
hiunonvor OOUODUWUSAUS 
HIOUUAUOUDOO Of ON 
oe © e. £8. 8. 88: 26. Oe e ' 


OUOOrKENODN 


re) 
° 
° 


ee 


2 
& 
e 











1 BALANCE ee 
v 


$8257.53]/s 








cl 


. 5 8631389 





BPuanual 
ArPONUNIOAIHIWUVOU 


ANUONUNAUONONYUAROAN 














seeeee 
MRmMDo 
(ALI ON 
FUNN 
ouuwu 
naouw 
Looe 
wnwod 





IUDHOUD 


OADWVUONDUUSP &FNNDHK 
4 





84,601.85 % 


85,04038 + 


UOHWUNUDAOWN ES O0UREGAADUY 
NY ODMONCOONANIUVUGAADUANRPYUO AL! 


rrrereeerraerrrrere 


2 
5 
2 
2 
(Ss 
2 


» § 
6 
8 
8 
9 
e 


67,141.44 + 


eer 





ar a 
uw OD 


Nom 





h Be 
a” oF 

os 
2 NO 


| 


eacance | : | 





EXPLANATION CODE 
CL—-COLLECTION 





anon 3 TR-TRANSFER 





©K-CHECK 
FE—PRO. FEE 


CANCELLED ORAFTS RETURNED HEREWITH CANCELLED DRAFTS RETURNED HEREWITH 








Three men with as many Burroughs Bookeeping Machines 
are able to post with ease the County bank ledgers and state- 
ments of the First National Bank of Richmond. The debits 
and credits, which are posted vertically, are automatically 
added and subtracted by the machine and the new balance 











SECTION ‘ 


mechanically computed. To print the new balance the oper- 
ator simply depresses the total key and touches the operating 
bar. All ciphers and punctuation are automatically printed 
in their proper places, and dates are automatically repeated 
in the proper columns during each day’s posting. 
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of work than was formerly handled by four men 
under the old system. In the transit depart- 
ment thirteen Burroughs Machines are used to 
big advantage in proving the work and adding 
up the maze of figure columns. 

This is about all there is to the bookkeeping 
story of the First National Bank of Richmond, 
Virginia. Its officers, adhering to the policy 
laid down by its founders; that is, seeing prob- 
lems before they came and meeting them with 
the most modern equipment to be had, have 
avoided the trouble caused in so many banks 
by the shortage of trained help. Perhaps this 
problem has not confronted you. Neither had it 


No matter what problem you may have in 
your bookkeeping department, Burroughs 
Ledger Posting and Statement Machines can | 
overcome it for you. They can provide you with 
absolute accuracy, neat and legible accounts; 
they can enable you to get a daily proof of your 
work as well as reduce the cost of operating your | 
bank. No matter how large or small your bank | 
may be Burroughs Machines can do for you just 
what they did for the First National of Richmond. | 

Further information concerning the use of | 
Ledger Posting and Statement Machines can be | 
obtained by writing to the nearest of the 200 





Burroughs offices maintained inthe United States | 


confronted the First National 
when it installed Burroughs 
Bookkeeping Machines. 


FIGURING AND BOOKKEEPING MACHINES } PRICED 
B PREVENT COSTLY ERRORS - SAVE VALUABLE TIME Towa eis 


and Canada. Offices are also | 
maintained in the principal 
foreign cities. 
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Bring Your Bank to the People 
Don’t Wait for Deposits to Come to You 


Weeghman’s Automatic Restaurant, Chicago 


In each of Weeghman’s 16 Loop Restaurants, an AutomaticReceivingeller is installed. 


50,000 people are served here every day. 


USE YOUR 
SMALL CHANGE 
WATCH IT GROW 
save & LITTLE | j HERE 
EVERY DAY AND NOW 


START A P: 
| SAVINGS account | 


| perosit IT HERE i Ui 
i‘ peice 


ycce com im PROPER CON BIO SINGS wee hry wre : 
ACE ae RETURN , : 
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Over 


They find it easy and convenient to drop their spare change into this machine and build up 


their Savings accounts. 


* 2 ca 
An cAgtomaticReceiving|eller receives pennies, 


nickles, dimes and quarters, and issues numbered 
receipts which are pasted on a folder and presented 
at the Bank for passbook credit. Nothing could be 
more simple. 








The Bank secures new depositors at minimum cost. 


The convenience of banking by machinery, any hour 
in the twenty-four, of depositing spare coins that accumu- 
late in one’s pocket, and being saved the annoyance of 
carrying a heavy coin holder to the Bank—all these 
features appeal. 


The public has been waiting for such a device to help them to Greater Thrift. 


Our new booklet, “Bring Yout Bank to the People,” explains how the 
You can actually measure results. 


will increase your Savings deposits. 
Banks have profited. Read what they say. 


It also describes how other 





Send for Your Copy Now 


Chicago 
1st Nat’l. Bank Bldg. 


American Banking Machine Corporation 
SAGINAW, MICH. 


New York 
Equitable Bldg. 
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 BAKER-VAWTER STEEL WASTE- —“- BAKER-VAWTER STEEL SORTING BOX 
net BASKET _— 





- BAKER-VAWTER STEEL DESK TRAYS 
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ONE SHOULD BE ON EVERY DESK 
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Steel Guardians|||) 
—both of Records 
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Special Equip- 
ment is provided 


| for 

A N I TI M F : —filing canceled 

> checks. 

| —filing deposit 
Adequate protection for records, against slips. 





—filing ledger 
leaves, etc. 
Write for 

special folders. 


fire, rats, dust, etc.— 

Favorable impressions of your orderli- 
ness, prosperity and stability— —. 
But above all—due to many originalities of design— 
guardians of everyone’s time, from your president down. 

Papers instantly accessible—waits for important records 
held to the “dead-line”—time and space saved everywhere. 
Such are your chief gains through use of 


a A Baker-Vawter Installation in the vaults of 
Psy ™ Savings & Trust Co., Indiana, Pa. 
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For example, the only 5-drawer correspond- capacity. And so on. Each device out of the 
| ence section made. ordinary in one or more ways—each an unusual 
| Cardfiles with removable drawers that do not _time-and-space-saver. 

bind, stick or sag—with felt rest pads on each sepa- Thousands of banks use Baker-Vawter Steel 


rate drawer to prevent marring polished surfaces. Filing Equipment. The highest grade equipment 
to be had and the most econom- 


Storage Units, in 7 sizes, with easy-gliding ical. A complete catalog will be 
sled-runners on drawer bottoms. 92% net filing gladly mailed. Write Dept. B. 


BAKER-VAWTER COMPANY 
» LOOSE LEAF AND STEEL FILING EQUIPMENT 
General Offices and Factories: Benton Harbor, Mich. 
Eastern Office and Factory: Holyoke, Mass. 
Sales Offices in 47 Cities—Salesmen Everywhere 
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STEEL CARDFILE 
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